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Sell Better Aluminum « Display More Effectively « Attract More Customers 


VIKO’S 1934 STORE TRAFFIC BUILDERS 


Consist of 12 PIECES of different items—6 sets of Saucepans 
Cheap promotions pay neither in profit nor prestige. Here is a real traffic 
builder and a sound promoter of your household section. Guaranteed 
quality aluminum, to win permanent customers. Specials, to get the crowds. 
Variety, to attract everybody. Merchandising material, to put the deal over 
quickly and profitably. 

Free With Viko Traffic Builders 
Striking four-color display stand. (Set-up measures 51” long—25” high). Four- 
color window card on saucepan special. New Viko merchandising labei on 
each item. 


PRICE TO DEALER... $133.75 
Slightly Higher South and West 


DEALER’S MARGIN 33% ON S.P. 
Also Makers of Comet, The Popular Aluminum 
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BUY FROM YOUR JOBBER 
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CONCENTRATE ON 


BRUSH PROFITS? 


Buying brushes from everyone who comes along is a menace to brush 
profits. The practice leaves your door wide open for unwarranted 
duplication of brush numbers. That clutters up brush stocks, slows 
down turnover and kills profits. 


Meet competition with modern business methods. Concentrate on 
Osborn Brushes and avoid unnecessary duplication of stocks. You can 
meet the brush needs of every customer with Osborn Brushes . . . the 
complete line for independent hardware merchants. 


If your jobber is not prepared to supply you with Osborn Brushes, 
write us. 


THE Os80RN MANUFACTURING COMPANY 
5401 Hamilton Avenue - - - Cleveland, Ohio 


Sales Offices: New York, Detroit, Chicago, San Francisco 








IS FEATURE THE 


\ PERSONAL LOCI 


...@ sure and steady 
Profit Item 


HIS UNIQUE and ingenious locking device 
is an outstanding success. Announcements of 
the PERSONAL LOCK recently in The Satur- 
day Evening Post and other magazines met 

with great response, both from consumers and mer- 

chants. If you have not yet started to feature this 
lock you are missing a rare opportunity for increased 
profits. 


The PERSONAL LOCK can be applied to practically 
any ordinary door. No tools are required. This lock 
is not permanently attached but can be instantly 
removed and changed from one door to another. 
9 It is ideal for travelers to provide added security on 
hotel room doors and to lock closet doors. It is 
truly indispensible where locking facilities are weak 
or lacking entirely. 


By all means get in a stock of PERSONAL LOCKS— 
use the unique new display card which we provide 
and also demonstrate the locks for all who come 
into your store. 















Here is a suggestion that has been followed very suc- 


cessfully by many dealers: delegate one or more of }ee-chese tense As tei 
your clerks—or hire special men—to do some inten- tration shows how the 

; ; . ; . PERSONAL LOCK will be 
sive outside selling, calling directly on consumers. seiesemthtnils in, thes Gianna di 


We know the owners of PERSONAL LOCKS, through issue of The Saturday Evening Post. 
their own enthusiasm, induce others to buy them. 











NOTE: Nos. L-102 and L-103 were designed Suggested Retail Price $1 25 


for locking sliding doors on show cases. 


How to apply THE PERSONAL LOCK 


Remove the cylinder from the lock it will go; right up against the 
bar and insert the hook of the bar door; and remove the key. 
into the place where the regular 


If the k t thi 
lock bolt goes in the jamb. BS eeenne Ne seaner a Oe 


position, slide the cylinder back 

















RA Close the door, then slide the cyl- slightly until the key will turn. 

"4 inder back on to the bar as far as 

aad Be Sure to Stock this Unusual Lock. If you wish further information write to us. 

4 THE YALE & TOWNE MANUFACTURING CO. 
STAMFORD, CONNECTICUT, U.S.A. 

,E 
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WHAT HAS THIS TO 
DO WITH SELLING 


floor 
es refinishers? 








IRA, This picture has more to do with 
F_ selling floor refinishers than you'd 
semen think at first stroke. Double X has 
sold more than a product... It has sold an 
IDEA. Just as Gillette taught America to 
shave itself, so Double X advertising has 
taught American householders to “do over” 
their own floors in one-third the time and 
at a trifling cost. Are you making the most 
of this sales-story? Are you telling the 
people who pass your door that your store 
is the place to buy it? Stock up and strop 
up! Schalk Chemical Company, 357 East 
Second Street, Los Angeles. Eastern Branch: 
3932 South Lincoln Street, Chicago. 


DOUBLE X FLOOR CLEANER 
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The N. Y. State Dept. of Labor dis- 
covered that 7,389 persons were 
injured by hand tools in one year, 
in New York State alone. The 
Department recommends: "Buy first- 
class tools in reliable stores. Cheap 
ones are poorly made, unsafe, and 
more expensive in the end.” 





Every hardware dealer is a 
“Purchasing Agent” for his com- 
munity. Your customers depend 
upon you to recommend not only 
the right tool for their work, but 
the safe tool for their needs. 


They do not know the danger 
of poor steel, of faulty hardening 
and tempering, of cheap handles 
and poorly wedged heads. 


Don’t sell them a tool that is 
“loaded” with danger. WARN 
THEM! When they ask for a cheap 
tool, point out the danger...Show 
them the safety and the eventual 
economy of a fine tool. 


Sell safe Plumb Tools. Every 
batch of Plumb steel is double- 
tested: Ist — by laboratory test; 
2nd — by forging a test bar from 
each lot of steel. 


PLUMB\ & 


DOUBLE LIFE 


ee 
‘Hammers Hatchets 
Files Sledges Axes 
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Tempering is scientifically controlled in electrically 
heated ovens. There are no human hands to err in 
tempering Plumb tools. 





Every handle is of sound, young hickory, carefully 
seasoned and tested for spring and resiliency. Every 
handle is “hung” to an exact standard to give perfect 
balance. And Plumb’s exclusive invention, the Take-Up 
Wedge, eliminates loose heads ... keeps every handle 
tight, just by a turn of the screw. 


When you sell a safe Plumb Tool you make a better sale, 
get more margin of profit, and protect your customers. 


Fayette R. Plumb, Inc., Phila., U. S. A. 














PLUMB 
OFFICIAL SCOUT AXE 


PLUMB HALF HATCHET 


Keen blade of electrically tem- 
pered steel holds its edge. Tough- 
ened head does not crack or chip 
Head and handle perfectly bal- 
anced for accurate work. Patented wedge 
keeps handle tight. 


Hard, tough Plumb steel holds its edge. Head 
toughened for heavy pounding. Balanced by 
expert axe makers. Take-Up Wedge keeps 
handle tight. A good seller to Scouts, Motor- 
ists, Woodsmen, Householders, etc. 





PLUMB MACHINIST’S HAMMER 


PLUMB NAIL HAMMER 


Bevelled edge prevents chipping of face. 
Patented wedge keeps handle tight just 
by turning screw. Bevelled claws grip and 
pull the slimmest, headless brad. Tapered 
handle affords a safe, non-slip grip. 





Tempered face, crowned and chamfered, 
practically eliminates flying steel chips. 
‘Toughened eye prevents breakage. Weight 
balanced to add force to your blows. 
Patented wedge keeps handle tight, just 
by turning the screw. 
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MEDIUM HARD WIRE 


MEANS STRENGTH 
an Important Sales Point 


A HARD and tough fighter can always 
whip one that is soft and flabby. American 
Steel & Wire Company Zinc Insulated Fence is 
not made of soft wire—but of medium hard 
wire. As a result the fence will not sag after 
change in temperature. This is but one 


1831. 





of many points that have made this product the 
outstanding sales leader—and that assures a 
steady and profitable volume for dealers who 
feature it. Send for complete and detailed facts. 
We have an important merchandising message 
for you. 


1934 











AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago SUBSIDIARY OF UNITED (44S STATES STEEL CORPORATION Empire State Building, New York 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES First National Bank Building, Baltimore 
Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco Export Distributors: United States Steel Products Company, New York 
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You asked for it—Here it is. . . 


%& The great success and longer profits of 
our Spring Combination Cleaner Offer 
has prompted enthusiastic Dealersevery- 


A th = ‘his Fall Se a 
ho er LIMITED TIME ONLY 

e * 
Combination Deal on 


UNIVERSAL 
VACUUM 
CLEANERS 


This Time Greater Than Ever | 














Greater Dealer Profits 


Greater Consumer Saving ! 


A Rare Combination of Two of 
the Best Cleaners made—at a 
price you would ordinarily ex- 
pect to pay for the large cleaner. 






















The Complete Line of 
UNIVERSAL Cleaners Covers 


Order Early— A Model for every Purse and for every Purpose. 
Supply Limited SOLD BY THE LARGER and BETTER RETAILERS 





LANDERS, FRARY & CLARK, New Britain, Conn. 


We are interested in UNIVERSAL Vacuum Cleaners and your Combination Deal . . . TELL US OUR NET COST. 
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ANNOUNCING 


PROBAK 
_ JUNIOR 
. : eran ate - 


BLADE! 
PACK! 
LOW COST! 











_ PER CARTON 
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~— PROBAK war 





The finest quality blade 
in the LOW-PRICE FIELD 


MAZINGLY low in price — backed by a 
A name that made razor blade history— 
produced and guaranteed by the Gillette 
Safety Razor Company — Probak Jr. is 
pointed for a clean sweep in the low-priced 
market. This blade is new in packing—new 
in manufacturing processes. Uniformly 
sharp—it fits all Gillette and Probak razors 
—meets the demand for a quality blade at 
low cost. 


Here’s your chance to clean up in the 
low-priced blade field. Probak Jr. will make 


25 


BLADES 


to the package 
to retail at 


67¢ 


WITH 
A SUGGESTED 
MINIMUM PRICE 


* 59¢ 


A PACKAGE 
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you real money if you give it a chance. 
Break out with it now. Be one of the first 
in your territory to stock and sell this 
quality blade at its irresistibly low price. 


Probak Jr. rounds out the Gillette line. 
It is a new blade—different from the stand- 
ard Probak blade which will be continued 
and featured as intensely as before without 
change in present prices. Probak Jr. is dis- 
tinctly a bargain blade—a good blade— 
produced for men who insist on lowest 
possible cost. It provides you a sound mar- 
gin and assurance of satisfaction. Get your 
full share of Probak Jr. business. R 
Start now by mailing the coupon 











‘WE 00 OUR PART 


below. 





GILLETTE SAFETY RAZOR CO. 
15 WEST FIRST STREET, BOSTON, MASS. 


: HA—P1} 
7 
: GILLETTE SAFETY RAZOR CO, : 
' 15 W. First St., Boston, Mass. ‘ 
H Gentlemen :— H 
: Please semd US 600.0.....:.:::ccc0000c00seeen cartons of Probak : 
14 Junior Blades. Bill us through our wholesaler stated ; 
H below at $3.68 a carton (8 pkgs.—25 blades to the ; 
; package). Send us also counter cards and window : 
- posters for featuring these blades in our store. . 
t 1 
1 ' 
H PONE ss ase cic ssectsoeosbh meee cA OREEE caine reas nto aca ah ' 
H TRC AT ENT AOR PES Renee ROP REERE RTC ; 
a 7 
H PES ioencctcsite ns cesta wees State i 
5 ' 
: Wholesaler ‘ 

r) 














Model KR271 with auxiliary gas burners. Model 
KR270 is without gas burners. 


Oil-Burning KITCHEN RANGES 


Serve three-fold purpose of perfect top stove and 
oven cooking, generous heating, and supplying abun- 
dant hot water (with coil). Porcelain enamel, buff and 
ivory; cooking top biued cast iron, highly polished. 

A self-contained unit, ready to be set up in the 
kitchen—scientifically designed to burn oil. Two pow- 
erful double-ring range oil burners are located in fire- 
box and lighted with match through drop door. Rock 
wool insulation insures uniform heating of the 16” 
oven—over 600° F. Burns range vil or kerosene. 


Conversion Oil Burners 
for Parlor Heaters 


Transform a coal-burning parlor 
heater into a modern oil burner: easily 
installed. 6”, 8”, and 10” burners, with 
metal tank in brown as shown; also with 
electric or hand pump or float 
valve—for connection with oil 
storage tank. Burns range oil or 










Oil-Burning Heaters on 





Range Oil Burners 
for every need and purse 


The first chill of autumn 
brings a demand for oil-burning 
heaters—and Florence has the 
complete line for you this year. 
It’s a line you can 
Sell with confidence, because it’s 

backed by 62 years’ experi- 
ence; 

Sell easily, because FLORENCE 
is well known to your cus- 
tomers; 

Sell quickly, because there is 
amazing value for every 
and purse; 

Sell profitably, because of the real 
margin on each sale—all 
worthwhile; 

Sell everywhere, because of the 
new window displays and 
literature that will bring 
people into your store. 


Every model in this line is 
news! Eight Range Oil Burners 
for kitchen stoves; twenty Con- 
version Oil Burners for parlor: 
heaters, hot air and hot water 
central heating plants; twe com- 
plete Oil-burning Kitchen 
Ranges, one with auxiliary gas 
top; a a handsome new Cireuioad 
ing Heater; two Combination 
Heating-Cooking Cabinets; three 
powerful Radiant Heaters; and 
a complete line of kerosene- 
burning, non-vented Cabinet 
Heaters. 

It will pay you to look into 
the Florence Line mow. Get set 
for a bot cool-weather business 
that will come very soon. Write 
for Florence Merchandising 
Plans—catalogs—prices. 


FLORENCE STOVE COMPANY 
GARDNER, MASS., Estab. 1872 


kerosene. Also widely used in 
coal-burning water heaters of 
the hod-a-day type. 





Conversion Oil Burners 
— and Parlor Heater 
installation, 









K26 Series—green and ivory, buff and brown or gray. 


Conversion Oil Burners for 
Hot Air and Hot Water 
Central Heating Plants 


Triple range oil burner fits into 
fire-box of furnace. Easily installed. 
Silent, powerful, economical—no 
moving parts. Two sizes: 6” bur- 
ners, approximately 6,500; 8” bur- 
ners, approximately 8,500 cubic feet 
of space. There’s a big market for 
this mew oil burner. Burns range 
oil or kerosene. 


Range Oil Burners 


Twin 6” double-ring range oil burners fit fire-box of 
usual coal-burning kitchen stove. Easily installed. Assem- 
bly includes fuel tank, lower reservoir and standard, 
twin one-turn valves, tubing, and fittings. Hundreds of 
thousands now in use. Florence Line includes models 
with 3-gallon metal tank (shown) in colors, cabinet res- 
ervoir, glass bottle, electric or hand fuel pumps, etc. All 
have complete approval of Underwriters’ Laboratories 
and Good Housekeeping Institute. Burn range oil or 
kerosene. 


K316, 6” and 
K318 8” triple 
burners 
mounted and 
adjusted; easily 
installed. 


© 1934 by F. S. Co. 
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Oil-Burning Heaters 


Radiant Heaters 


Ideal for living rooms, stores, shops, camps, 
etc. Each a complete unit ready to set up and 
connect flue. Powerful and efficient: has single 
large oil. burner, positive V-slot valve, strong 
metal tank. Range oil or kerosene. Model 
KC9BW heats about 3,500 cubic feet; Models 
GC6 and GC7 each heat about 2,500 cubic feet. 
Sturdy—handsomely finished. 







Below: 
Model GC6, 30 inches 
high. Black orcelain 
enamel. Top has stove 
lid—burner lights with 
torch, 









Model CH28: Quick and 
powerful: circulated air does 
not contact flame. 


Circulating Heater 
Heats 4 or 5 Open Rooms 


Handsome modern cabinet in new 
tan “Peppertone” porcelain enamel 
with nickel trim. Designed for homes, 
suites, offices, stores. Heats, humidifies, 
and circulates the air—about 6,000 
cubic feet. Complete unit, ready to set 
up and connect flue. Has two extra- 
powerful oil burners in fume-tight 
chamber, lighted with match through 
door; burn range oil or kerosene. Air 
tubes give immediate circulation of 
fresh warmed air into room. New 
radio dial valve control. 


Above: 

Model KCOBW, 38” high; Model 

GC7, 30” high. Both brown por- 

celain enamel, nickel trim. Burner 

yong with match through swing 
loor. 


FLORENCE 
CABINET HEATERS 





YAIAIAA 
IWIN 


Model GS27: Powerful 
heater and practical cooker 
combined. 





Circulating 
Heater-Cooker 


Unique—thoroughly practical: a cir- 
culating heater with cooking top under 
hinged double top cover. Ideal for 
apartments: heats about 4,500 cubic 
feet of space, 3 or 4 open rooms. Com- 
plete unit, ready to set up and connect 
flue. Has two powerful oil burners in 
inner combustion chamber, lighted 
with match through door; burn range 
oil or kerosene. Twin one-turn valves. 
Finished in two-tone grained walnut 
porcelain enamel. 





Portable, Non-Vented; Burn Kerosene Only, No Flue is Needed ie 


Senior Model:Very popular, especially in apartments. Capacity: about 3,000 
cubic feet. Humidifier pan provides moisture for circulated heated air. Two 
powerful wickless kerosene burners lighted with match through swing doors. 
Finish: grained walnut porcelain enamel. 

Junior Line: Modern design, in light brown 
“Peppertone” porcelain enamel with chrome 
trim. Powerful giant wickless burners light 
with match through drop door. Three models: 
CJ21 has two burners and practical cooking 
top with stove lids beneath hinged top cover. 
CJ2 is same heater without cooking top fea- 
ture. Each has humidifier pan. Capacities: 
about 2,250 cubic feet of space. Model CJ1, 
small one-burner heater, about 1,750 cubic feet. 


Model CJ1: new single burner cab- 
inet—ideal for that “cold spot’’. 


FLORENCES 


Oit a Gi Range” \oabera.™ 
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Model C2: fa- 
mous Cabinet 
Heater; very effi- 
= 


Model CJ21, new 
heater - cooker. 
Model CJ2 simi- 
lar, without cook- 
ing top feature. 



































Fok the past twenty years 

ale Good Luck Jar Rubbers have 

sold by demand. Jobbers and 

dealers who have stocked Good Luck rings 

4 year after year have not only maintained vol- 

wa ume but have built a consistent repeat business 
which has been extremely profitable. Stand- 
ardize on Good Luck. 





GOOD LUCK* 


ar Rubbers 


ey BOSTON WOVEN HOSE & RUBBER CO. 


Makers of quality Rubber Goods for more than 50 years 
“moan Works: Cambridge, Massachusetts Postal Address: Box 1071, Boston, Massachusetts 
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CHAINS 
for all 


PURPOSES 


N industry, architecture, transpor- 





tation and agriculture there are 






many thousands of standard uses 






for chain. 






There are many kinds of chain 






developed by engineers for particu- 






lar purposes. ACCO covers the 
whole field. It would be difficult to 
name a chain that ACCO does not 
produce ina quality which will please on = 









your trade and at a price which 






guarantees you a liberal profit. 






Consult your jobber and put in 






stock a chain assortment sufficient 










— i iet d tity to bri 
in variety and quantity to bring you 
— a Rei tn : = 
and ACCO Chains are world 
ngs famous for superiority in both 
vol- material and workmanship. 
R 

















AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 


WORLD’S LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAIN 
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Vross 


Sterilized 

















in the snappy red, 
white and black 
package — attract 
attention — and in- 
crease Sales 





Ask your jobber 


W.W. CROSS? CO. INC 
EAST JAFFREY NLH. 
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Increased Sales and Cross 
Tacks are synonymous. 


Package and case attract at- 
tention—superior quality cre- 
ates confidence—and repeat 
orders provide the increase. 


@® Dealer after dealer writes that 
Cross Tacks have increased 
sales 100—200—up to 800%. 


@® Of course proper display 
plays its part—and pays 
mighty good dividends, too 


@ Actual displays follow. 
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Empuasizinc some important 
features of Cross Sterilized Tacks, this win- 
dow attracted attention,created interest and 


substantially increased Sales. 


Jacks. are a household necessity 


Capitalize that need by a 
display of Cross Sterilized 





Tacks at regular intervals. 


ASSORTMENT 


& CARPET TACK & 








OLIVER H.VAN HORN CO, In 
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Tue BACKGROUND, sides and 
top of window, as well as the display cards, 
are in red, white and black to match color 


scheme of Cross package. 





“In the past we have experienced great 
difficulty with tacks getting rusty in stock, 
due to climatic conditions. Cross tacks 
have eliminated this trouble, as they re- 


main clean and 100% usable at all times.” 





WE SELL THE BEST Al- 
WAYS- THEREFORE WE 








RECOMMEND... 
© —_—_ 
STERILIZED TACKS 
Ags 
ie 
i Sie a oa a - P isis « o. 
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4, ee pe i = : 
4 





Tue CARDS used in this window 
can be read across the street. The center card 
is 28" x 44" and the side cards are 22" x 28". 





Helped pull sale up on kindred lines 


In the heart of a city of 93,000 this dis- 
play of Cross Sterilized Tacks not only 
helped to increase Tack Sales by 800% 
but it moved other merchandise too. 











Packaged Fisher Fixtures 


sell themselves! 


18 


Plumbing fixtures come out of the dark corners 
of the hardware store ... right out to the count- 
er where they'll sell themselves! And here’s 
why! Plumbing fixtures are now packaged by 
Fisher in handsome, modern silver and blue 
containers. For your counter they pop open 
into a self-display that will stop a customer 
and sell him on the spot! Further, your cus- 
tomer will see at a glance, the modern, full 
sweeping lines of these new Fisher Fixtures. 





His eye will catch the lustrous sparkle of a 
finish that’s there to stay. Then you can tell 
him about the Remova Unit... the great new 
feature of Fisher Fixtures that more than 
doubles their life, and eliminates all worry and 
costly repairs. Lead the field with Fisher! 
Treat your store to new sales and new custom- 
ers. Treat yourself to the greater profits that 
Packaged Fisher Fixtures promise you . . . for 
here is a line that actually sells itself! 


Write or ask your Jobber for Complete Information 


<> Fisher:-Brass:-Inc. 
M A R Y S VJ & & E Oo H 1 oO 


New York Office and 


Warehouse 


7 


AZ West 49t6h SS. 
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ALL SPECIAL ? 


STOCKED this O-Cedar Special because it 

represented $1.40 value I could sell to my cus- 
tomers at 89c without the loss of one penny of my 
full profit. Every time I sold a set I made 2924 
cents and a friend, because the buyer quickly 
realized the splendid value I made it possible for 
her to get. That’s why I am re-ordering now.” 
Thousands of retailers throughout the country have 
already stocked this 1934 O-Cedar Special, and have 
already made the first “early bird” sales of the Fall 
Housecleaning season which is now upon us. If you 
are not one of them, you are overlooking a mighty 
sure thing. 


0-Cedar 1934 Fall Special ORDER 
TODAY 











THIS POLICY 
PROTECTS YOUR PROFITS 


In January 1933, O-Cedar declared: “Strict 
price-maintenance is the surest way to stop un- 
profitable price-cutting and assure retailers their 
legitimate profits. We shall do everything pos- 
sible to prevent damaging price-cutting on 
O-Cedar trade-marked merchandise and are 
determined to have no further dealings with 
those not in accord with this policy.” 


O-Cedar Corp’n 















Each set consists of Special Size (7% Pint 
Can) O-Cedar Self-Polishing Wax, New 
O-Cedar Wax Applier, and 48” yellow lac- 
quered handle. 

List price per dozen sets $10.68 

Retailers’ discounts 33'/3% from list price 
when bought in broken cases; 33!/3% and 5% 
from list in full case lots. Packed 1 dozen 
sets to carton. 

BUY A DOZEN SETS AND ADD 5% 

TO YOUR PROFIT 
Ask your jobber’s salesman today about the 
1934 O-Cedar Fall Specials or write 


O-Géar @pn 


4501 S. Western Blvd. CHICAGO 
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Each % doz. packed in this Counter 
Display with 3-color window hanger. 
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.. of Home Workshop Power Tools—DRIVER 


profits in handling Home Workshop Power Tools. 

Hundreds of enthusiastic DRIVER Dealers can tell 
you the interesting facts of rapid turnover, heavy in- 
dividual sales, and how selling DRIVER TOOLS stimulates 
the whole hardware line. Owners of power tools are 
quantity users of paint and stain, hand tools, abrasives 
and the numerous other items necessary in setting up a 
home workshop. 


Te is a thriving new business yielding substantial 


Success in this field depends to a great extent on the 
line of power tools carried. In starting a home workshop 
department give it every possible advantage. Stock 
DRIVER Power Tools. You will need turnover,—and 
DRIVER gives it to you! This is proved by the fact that 
DRIVER is the most popular line built. More home work- 
shops are equipped with DRIVER Power Tools than any 
other make. 


Let the experience of hundreds of successful DRIVER 
Dealers guide you in your selection. Regardless of 
whether you are just contemplating starting a home 
workshop department or whether you are already 
handling power tools, investigate DRIVER. 





Back of DRIVER TOOLS is an organization schooled in 
modern methods of manufacturing and merchandising. 
Ever since its start DRIVER has consistently provided 
unusual value. Modern design and extra utility identify 
every DRIVER Tool, 


Every effort of the organization is concentrated on the 
development of superior tools at reasonable prices. The 
entire plant, above, comprising 125,000 sq. ft. of floor 
space, is devoted entirely to developing and making 
DRIVER home workshop power tools. From the initial 
designing, all the way through production and final test- 


' ing, careful attention is given the minutest detail. 


Only highly selected materials are used. For instance 
on all three drill presses Jacobs Key Chucks are standard 
equipment. The bearings in all the higher priced units 
are SKF Ball Bearings, known the world over for highest 
quality. The jointers have high speed steel knives. In no 
place has quality been lowered for price advantage. Yet 
withal DRIVER Tools are popular priced. Heavy 
demand with volume production makes it possible. 
Write today to Dept. 8A for catalog and com- 
plete information. 


Manufacturers of 


Flexible Shafts 
Bench Saws 


Jointers 
Motors 


Jig Saws 
Band Saws 


Clutches 
Drill Presses 


Grinders 
Accessories 


Lathes 
Shapers 


WALKER-TURNER CO., Inc. 


Plainfield 


New Jersey 
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A series of messages to tell how handles are made. 


. 


Quality is BUILT into a Handle... 


No. 2—The Billet Takes Shape 


iw our previous story, we mentioned the first essential of quality 
in a handle; i. e., the timber used. The next important fac- 
tor is workmanship. A saw and a lathe are not sufficient to 
produce a good handle. Skilled workmanship is absolutely 
necessary, for there yet remains craftsmanship in the production 
of handles, as part of their construction is due to the personal 
judgment and skill of the workmen. About 75% of the work- 
ers in the American Handle Company plant have been in the 
employ for at least five years, and several have been with us for 
over twenty years. All of the skilled workers, and the officers, 
came from the rank and file. and therefore “know how it is 





Our previous article explained the 
production from a bolt to a blank, 
as shown here. 


* 
done” through practical experience. Since 90% of the opera- 
ate —. article O- - tions in our plant require SKILLED work, this is a very im- 
Sth. wa appear Uecteser portant point for consideration, and this, too, means so much 
om. in the production of quality handles. . . . Now, let us take the 


$ billet, or blank, and watch its gradual evolution. 





Above is the first shape of a crooked pattern single bit axe handle. This is known as a_ blocked 
blank. This operation is known as blocking. During the operation the blank is reduced to 37 inches, 
which removes all season checks from the ends. The blank also has to be cut with the particular use 
and pattern in mind. The skilled handle manufacturer considers where the handle is to be used, for 
there are different -consumer preferences of patterns in various sections of the country. At this stage, 
the handle is ready to go to the lathe for turning. 





Above is the same handle as it comes from the lathe and is known as a rough turned handle. It is 
now ready for the final equalizing, throating and heading, some of which are shown below. Before the 
lathes are turned, however, the blocked blanks must be so placed that the grain of the wood is vertical, 
which is essential for the resiliency and long life of a handle. 





Above is a rough turned handle that has been throated. Note that the rough part on the under 
side of the grip has been removed. This is accomplished by holding the throat of the handle on a 
gang of small heavy saws, placed side by side on a mandrel, at the same time turning the handle from 
= to the other until all of the rough part has been cut away. The handle is then ready to be 

eaded. 


A single catalog sheet, showing the various steps in the pro- clerks. We believe there is no better way to impress one 
duction of handles, including these, is available in any quan- with quality that has to be BUILT into an article, than to 
tities for jobbers and their salesmen or dealers and their _ illustrate and explain the different processes of manufacture. 

American Handles are sold through jobbers. Ask your jobber for Ameri- 


can Handles, but if he can’t or won’t supply you, we'll furnish the name of one 
near you who can and will. 


AMERICAN HANDLE CO. 


JONESBORO, ARKANSAS 
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First In the Minds 
of Roller Skaters 


ONSIDER what it means to you, Mr. Dealer, when prospec- 
tive customers are thinking of buying roller skates to have 









their minds revert to Union Hardware Roller Skates first. No. 5 
People do not buy skates they have forgotten about, do not ps! a 






know about, or have unpleasant recollections about. 


UNION HARDWARE Extension ROLLER SKATES 


are so well and favorably known that more skaters think 
of these famous skaies first than any other brand. Mil- 
lions of boys and girls, as well as men and women of all 
ages, enjoy roller skating. And the pleasure they derive 
from this popular pastime depends largely upon the 
skates they use. Sell known quality. 

The 1934 “Union” line includes only the best selling 
models with the most practical features—all sold at prices 
which make buying easy for skaters, yet profitable for 
dealers, because they give unfailing satisfaction and sell 
others. Sold by all Leading Jobbers. Keep stocked. It 


pays. 
| “ES TORRINGTON, CONN. QE 
=5 “at Established 1854 .. 


Reg. U. S. Pat. Of New York Office: 151 Chambers St. Qroournsr 























HAND, Cylinders 


Severe water shortage always emphasizes water importance. Today, as 

you read this, thousands of wells and cisterns are being drilled, dug, 

deepened or enlarged to provide more dependable water facilities dur- 

ing drought periods. 

Here is an opportunity to inject new life into your cylinder 
7 business. 





SRS SCREEN 


So SS Sp Ee 





Calls for all kinds of cylinders are 
numerous, 

You can meet all of them profitably 
from the Myers line of Quality Built 
Cylinders with a style and size for 
every pumping job. 

Brass, Brass Lined or Polished. Full 
Size, Full Weight, Full Volume. Me- 
chanically Correct and Durable. Hand 
or Power. For use with 
any style or make of 
pump. 

INQUIRIES AND ORDERS RE- 


CEIVE PROMPT ATTENTION. 
WRITE OR WIRE. 


The F. E. Myers & Bro. Co., Ashland, Ohio 


PUMPS—WATER SYSTEMS—-HAY TOOLS— 
DOOR HANGERS 



































22 


HARDWARE AGE 


Dre) 


think 

Mil- 
»f all 
erive 
| the 


lling 
rices 
» for 
| sell 
l. It 


ry as 
lug, 
dur- 


ider 


are 


bly 
uilt 
for 


‘ull 
Me- 
and 





7; 
WANT TO SEE SAMPLES? 
Ovr 











AGE 


Check These Features that mean 
Quick Sales, Quick Turnover, Quick Profits : 


MIRROR FINISH—Most beautiful skillets ever made. 
Bright! Shiny! Highly polished! A joy to the eye! 
UNBREAKABLE—Everedy Skillets are made from special 


heavy steel—the ideal metal for a frying pan. Will not break, 
warp, scale or chip in ordinary use. Built for lifetime service. 


FRY PERFECTLY—The protective coating of hard, gleam- 
ing Chromium provides the perfect surface for perfect frying. 
Chromium is one of the hardest of metals. Not affected by 
cooking heat or food acids. Does not affect the flavor, quality 
or purity of foods in any way. 

COOL HANDLES—Big! Comfortable! Handsome! Ebonized 
finish! Anchored so they can’t turn! 


NEED NO SCOURING—The smooth, clear surface of 


Everedy Chromium washes clean like glass or china. 


FREE SALES HELPS—A metal Display Rack, handsome 
Display Card and 50 Advertising Circulars (as illustrated) 
free with each deal. Each skillet has price tag attached. 


—, 





a 


National Advertising of sP 
Everedy Skillets in American i 
Weekly reaches 29% of all 
families in America’s 995 
cities of 10,000 or more popu- 
lation. In addition, it reaches 
tens of thousands of families 
in smaller cities and towns. 
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NATIONALLY ADVERTISED—to 5,770,066 families in 
The American Weekly — the Sunday Magazine with the 
greatest circulation of any publication in the world. 


FOR QUICK ACTION—Ask your jobber about this Special 
Deal today—or mail the coupon below at once. 


Here’s how this Deal pays you Over 50% Profit on our 


NEW LOWER RETAIL PRICES 


Each Everedy Skillet Deal No.SK-1 includes: Costs You Only 


qunity wo Be ESS | § 9.55 
1 only 906 gi id $1 29 * 
3 only 907 guy" 1.49 Retail Price Totals 
4 only 908 10%" 1.69 $14 Al 
1 only 909 1134"! 1.89 a 


(Prices slightly higher in West and South) 


Each deal No. SK-I packed complete in shipping carton contain- 
ing 9 skillets as listed, Display Stand, Display Sign and 50 Adver- 
tising Circulars. Shipping weight about 30 pounds. 


Open Stock Prices—No. 906, $.86 each; No. 907, $1.00 each; No. 908, 
$1.13 each; No. 909, $1.26 each. Packing: '/; doz. of a size to carton. 


! THE EVEREDY COMPANY, Frederick, Maryland 
H A-8 


! P 
Please ship at once, and bill at Open Stock Prices, samples of 


Everedy Skillets in the sizes checked below: 
- No. 906 1) No. 907 0 No.908 No 909 
Name.. 


Address. 








City and State 


My Jobber is. . 





THEN MAIL THIS COUPON NOW 
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Let the public know you 
sell EDISON MAZDA LAMPS 


Mazpa lamps in windows and inside the ‘store, it 
reminds people that you sell the lamps they want 
. the lamps that are continuously advertised. 

This brings buyers in—creates traffic—and makes 
sales of other merchandise. 


Surveys and check-ups prove that where Edison 
Mazpa lamps are featured continuously, invariably 
business is good. It isn’t that there is anything 
magical about these lamps—it is simply that every- 
body needs lamps . . . and when you display Edison 


Do these three things and you will sell more lamps: 
1. Put in the Edison Mazpa lamp display every time you receive it. 
2. Take one of our current magazine advertisements and build a massed display of Edison 


Mazpa lamps around it. 
3. Ask people to buy. 


Every home needs more, and higher wattage, lamps. 


General Electric Company, Nela Park, Cleveland, Ohio. 


General Electric invites you to visit its exhibit in the Electrical Building at the Century of Progress 


EDISON MAZDA LAMPS 
GENERAL &@ ELECTRIC 
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A 7UEW ATKINS 

i = > eA On — 

To Make YOUR Store 
=e ee ee ee Oe oe, 





HEADQUARTERS 





Here is Advance News of one of the Greatest Dealer's 


All the Details 


Services ever offered! 


on Making ATKINS "BETTER HOMES" PLAN gives you Bulletins 
YOUR Store showing how to make Your Store "BETTER HOMES" Head- 

a Profit Center in quarters ... Why Better Homes are the BEST Investment 
the Nation Wide . . . Details of the Three Billion Dollar National Housing 


Act... Why 12 Million Homes Need Repairs NOW ... 

BETTER HOMES Why 2 Million NEW Homes are Needed . . . How to Con- 
Campaign tact Contractors, Bankers and Carpenters . . . How to 
Operate a Home Owners Campaign with Letters to Home 





Owners .. . Store Advertising Ideas... A "Better Homes" 
Sent You FREE Contest . . . And How YOU Can Profit by this Plan! 
With Complete With this great fund of Advance Information is a Complete 


Supply of Window Display Material in Attractive Colors. 


Window Display 
Again it is "ATKINS ALWAYS AHEAD" in real SERVICE! 


2 P 
All YOU need to get this Profit-Making, Business-Building 


Just Sign and Plan is to ask for it! 
Mail Your Name 
and Address 


Write on your letter head or fill in and send the coupon! 
You get your Plan and Display by return mail! 


DEALERS SERVICE DEPT., 


F.C. ATKINS anno COMPANY 





INDIANAPOLIS, INDIANA 


Send the Bulletins on ATKINS "BETTER HOMES" PLAN and Complete Window Display Material without 


charge, to— 
Name es 5 kine inkl ri -echg es 


Address 5 FGA SME DB Sede ids Sheetal eee dd eRe ates ke ata 
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Just Among Ourselves 


Great Unwashed— 


Only one American family in three 
has a bathtub, according to a recent 
investigation by the U. S. Depart- 
ment of Commerce. If this estimate 
is only partially accurate, the re- 
search clearly indicates a vast unde- 
veloped market, profitable to the 
seller and a highly desirable invest- 
ment for the purchaser as a means 
of improving his living conditions. 
Under the newly created home mod- 
ernization campaign (a phase of the 
Government housing program) home 
owners may finance bathtub installa- 
tions on payments running from 
one to three years. In the rural 
districts the lack of “running water” 
has handicapped the sale of bath- 
room equipment. A worthy cam- 
paign to stimulate “running water” 
installations is explained, in full, in 
this issue. Add these all together 
and you find a sizable sales opportu- 
nity for the hardware merchant in 
every part of the country. Your 
local banker will explain the financ- 
ing plan which is unusually simple. 
There will be aggressive selling 
activity from all of your competitors, 
when the Government housing and 
the running water campaigns get 
underway. The results for each 
distributor competing for the mod- 
ernization equipment business will 
be measured entirely by the effort 
and thinking that is done. The 
machinery for getting a share of this 
business is being tuned up right now. 
As usual, the more active merchants 
will gain the benefit of this Govern- 
ment activity. 


Paint Your Store— 


Another phase of the Government 
modernization campaign encourages 
the fixing up of retail stores and 
other places of business. This is a 
double opportunity for hardware 
merchants for it provides a new 
stimulus for painting up and fixing 
up their own stores and should help 
them sell paint and related materials 
to other merchants and to other busi- 
ness houses in every town. One 
merchant tells of a somewhat incon- 
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By CHARLES J. HEALE 


Editor, Hardware Age 


sistent situation in connection with 
this governmental financing arrange- 
ment. He is unable to borrow a 
nickel to expand his merchandise 
lines, which he needs badly, but is 
able to obtain financing up to $2,000 
for floor covering, paint for his 
building, a new lavatory and im- 
proved electric wiring. The differ- 
ence, of course, is found in the fact 
that painting, etc., is a capital goods 
investment whereas’ merchandise, 
though often more tangible, may be 
sold and resold to a point where any 
control or mortgage on the merchan- 
dise vanishes. I have suggested that 
if this dealer fixes up his store, 
making it as modern as he can under 
the circumstances, he will become a 
better credit risk to his sources of 
supply and will encourage them to 
see that he gets the proper credit 
for merchandise required. A _ paint 
man told me last week that if prop- 
erly developed, the opportunity for 
selling paint during the next 18 
months should create embarrassing 
shortages throughout the paint pro- 
duction industry. He may be a 
little over enthusiastic, but as one 
drives through the country he sees 
a great many shabby residential, 
business and farm buildings which 
need painting badly not alone for 
their appearance but as a basic pro- 
tection against the elements. 


Code Chiselers— 


One of my neighbors sells coal, 
oil and ice in wholesale quantities. 
The other night he was telling me of 
the chiseling going on among the 
distributors of such commodities. 
Under the Coal Code prices are filed 
by retail distributors in a given area. 
As far as invoices and checks from 
customers are concerned, the prices 
filed are observed to the letter. But 
the chiseling comes in through the 
simple but double-dealing process of 
having the salesmen make a cash 
refund to the customer which is 
charged as expense money, entertain- 
ment or the equivalent. This is a 
pernicious and persistent form of 


price cutting which Code authorities 
can hardly cope as it would be difh- 
cult to establish the facts. My friend 
tells me that this price cutting factor 
is most active among the salesmen 
of firms whose executives shout the 
loudest “the Code can’t work.” No 
matter how many laws are passed 
nor how much effort is put towards 
making business profitable, it ap- 
pears impossible to prevent uneth- 
ical and predatory animals in any 
business. I -have heard similar 
charges made in other industries. 
The customers involved were equally 
at fault, and in my judgment are 
leading the way back toward another 
series of salary reductions such as 
were experienced during the past 
four years. It would seem that we 
have short memories and fail to 
realize that “cut prices mean cut 


wages.” 


1933 Retail Census— 


From the preliminary summary 
figures we learn the following: Re- 
tail sales during 1933 dropped 47.7 
per cent from the 1929 record 
whereas the shrinkage in the number 
of retail outlets dropped only 1.5 per 
cent: the number of active proprie- 
tors in the retail business actually 
increased 4.1 per cent in this period, 
with, general employment in retail 
stores off 24.1 per cent; in the same 
period retail pay rolls dropped 43.7 
per cent, which closely parallels the 
47.7 per cent shrinkage in retail 
sales; average “annual earnings of 
full time retail employees declined 
from $25 a week to $19 a week dur- 
ing this period with the full time 
payroll cut 46.9 per cent and the 
part time payroll increased 56.6 per 
cent. An estimate of $26,000,000,- 
000 worth of retail sales were re- 
ported for 1933 whereas in 1929s 
the volume was estimated at $49,- 
114,000,000. A more detailed study 
of the 1933 retail census will be 
published in HARDWARE AGE in an 
early issue. It will be worth watch- 
ing for and reading carefully as it is 
reported to have developed some 
hitherto unknown trends in retailing 
statistics. 
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l. J. R. Westbrook examines a 
candlestick made by his son 
Bob. Here is a real father 
and son companionship. 


2. When Homeworkshop crafts- 
men, like Henry Leister, pro- 
duce work they want to finish 
it properly and will use the 
best that is recommended. 


3. Mr. Fisher, factory foreman, 
buys much of his supply ma- 
terial in bulk. That’s why he 
made that fine cabinet for 
holding screws, brads, etc. 


By J. M. WITTEN 


Associate Editor, Hardware Age 


ARDWARE merchants are 
H taking an active part in spon- 

soring, organizing, and en- 
couraging local homeworkshops 
clubs. In the Feb. 1, 1934, issue of 
HarpwarE AGE, it was pointed out 
that the recent formation of the Na- 
tional Homeworkshop Guild, Inc., is 
currently giving additional impetus 
to the ever popular hobby of home 
handicraft—the productive pastime 
of an estimated 750,000 persons. In 
the article mentioned, hardware deal- 
ers were urged to get behind the 
movement as a most effective medi- 
um for stimulating the demand for 
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A typical residential street in Lansdale, Pa., population 


Homeworkshop 


Hardware dealers taking an active part in local 
Homeworkshop Clubs .. . Estimated 750,000 
persons follow the Hobby 


hand and power tools, and kindred 
lines. Many hardware merchants 
are already taking full advantage 
of the opportunity, and are realizing 
much benefit from their participa- 
tion in the activities of local home- 
workshop clubs. 

In Jacksonville, Fla., a hardware 
firm—the S. B. Hubbard Co.—is co- 
operating with the Jacksonville 
Homeworkshop Club in many ways. 
A. B. Russell, in charge of the com- 
pany’s main store, was instrumental 
in getting the club started. The club 
holds its regular meetings in the firm’s 
store, where members, as well as 
visitors, are always welcome. Sixty- 
three people were present at the 


club’s most recent meeting, held 
early in May. Refreshments are 
served at the meetings “on the 
house.” Power tools, for the demon- 
strations, which are usually featured 
at each meeting, are loaned by the 
store. An exhibit, embracing many 
articles made by club members, was 
recently displayed in the firm’s win- 
dows. 

W. L. Schultz, the company’s vice- 
president, is enthusiastic about the 
club, which has enrolled 39 members 
since January. He considers that all 
club members are good prospects for 
electric woodworking tools, bar 
clamps, paints, finish hardware, and 
a wide variety of other materials re- 
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8,000, and some Lansdale homeworkshops. 


Clubs Increase 


quired for many types of craftwork. 
Mr. Schultz anticipates a steady in- 
crease in the store’s sale of power 
tools, and believes that their in- 
creased sale will create a better de- 
mand for many related items. 

The Jacksonville club’s program 
generally consists of two demonstra- 
tion talks of an hour each. After the 
first talk refreshments are served, and 
the second demonstration is begun. 
As a rule, the use of several types 
of power tools has been demonstrated 
by instructors from local manual 
training schools. Mr. Schultz also 
says that the salesman representing 
the power tool line handled by the 
store has been of much assistance in 
familiarizing prospects with the mer- 
its of motor-driven equipment. 
Largely through the attention cen- 
tered on handicraft by the club local 
interest is growing apace and Jack- 
sonville newspapers are devoting con- 
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siderable editorial space to club ac- 
tivities. 

The Erie (Pa.) Homeworkshop 
Guild also holds its regular meetings 
in a hardware store—the Erie Hard- 
ware Co. R. C. Goodwill of this firm 
says their tool man, Mr. Gold, played 
a very prominent part in founding 
the local club. For several weeks 
Mr. Gold explained the idea of a 
club to patrons who had purchased 
electric woodworking tools at the 
store. Finding them receptive to the 
proposal, a date for the first meet- 
ing at the store was announced, and 
at this meeting officers were elected. 
Space for holding regular meetings 
was offered by the store, the man- 
agement making it very plain that 
it was not sponsoring the Guild to 
sell merchandise, but with the 
thought of being of service to the 
different members and to the organ- 
ization. 


4. Paul Hartman is a_ bank 
cashier, and an amateur crafts- 
man of ability. This hanging 
bookrack is evidence of his 
skill. He is a member of the 
Lansdale Craftsman’s Club. 


" 


Though Jack Graham, police- 
man in Lansdale, enjoys con- 
structing some of his own 
power driven tools, he is a 
customer for hand tools, bolts, 
screws, pulleys and belts. 


> 


Frank Kohler, jeweler, want- 
ed more time at craftsman- 
ship than that provided once 
a week by the club, so he 
equipped his own shop with 
a small lathe and some hand 
tools. 


The room provided by the store 
for the meetings is on the second 
floor and it is necessary for those 
attending to pass through the main, 
street level, sales floor in both going 
to and coming from the meetings. 
Naturally, the members loiter about 
the store before the meetings and 
linger there after adjournment. Mr. 
Goodwill and Mr. Gold are always 
on hand, and while no special sell- 
ing effort is made, from ten to fifty 
dollars worth of goods have been 
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The Hardware 


Store. 


Mahlon Roth, 
hardware §sales- 
man, explains 
the values of a 
power driven 
tool to an ama- 
teur craftsman. 


sold every meeting night. In serving 
club members at such times the firm 
makes members feel that it is doing 
them a favor to provide sales service 
for their special convenience. 

H. V. Massey, who operates the 
E. N. Howell Hardware Co., Dixon, 
Ill., was one of the first to join the 
Dixon club, as he thought it was a 
good thing for the town, and also a 
good thing for the hardware business. 
He also induced two of his store 
employees to join, believing that 
hardware stores should show their 
interest in the organization. The 
Dixon club recently had an exhibit 
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The Club. 
Here is the Lans- 


dale Homework- 
shop Club in one 
of its demon- 
stration meet- 
ings. J. W. Man- 
kin, expert wood 
carver, acts as 
instructor here. 


The Homework- 


shop. 
This is the work- 
shop of Eli 


Hendricks, ar - 
dent enthusiast. 
Here he applies 
a decaleomania 
transfer to a 
magazine rack. 
, 


in one of the town’s empty store 
buildings of articles made by mem- 
bers within the past year. This ex- 
hibition attracted a great deal of at- 
tention and Mr. Massey’s firm dis- 
played a complete line of power tools 
with good effect. Mr. Massey says 
the Dixon club is composed of men 
from all walks of life—business men, 
professional men, mechanics of all 
kinds, and many others. One of the 
most enthusiastic members is a law- 
yer, who spends a great deal of his 
spare time in his workshop. 

In organizing the Fargo (N. D.) 
Homecraft Guild, a very active part 


was taken by A. W. Johnson, a retail 
hardware salesman, with Carlisle & 
Bristol, hardware, 67 Broadway. The 
club held its first two meetings in the 
Carlisle & Bristol store, and since 
then has had all of its demonstrations 
in one of the rooms in the firm’s 
building. The store loans the club 
all of the tools, equipment and ma- 
terials that are required for the dem- 
onstrations, the first of which was on 
the circular saw. At the second meet- 
ing a very thorough demonstration of 
wood finishing was conducted by a 
Minneapolis paint expert, whose ser- 
vices Mr. Johnson was instrumental 
in securing. At the third meeting, 
one of the club’s carpenter members 
demonstrated the proper methods of 
sharpening woodworking tools. At 
the last meeting, on May 8, the oper- 
ation of a power drill press was 
demonstrated. 


No Commercialization 


Mr. Johnson says the firm has re- 
peatedly emphasized to members that 
it has no intention of attempting to 
commercialize its support of the club, 
but is glad to offer its facilities and 
provide ample space for all club 
projects. Every effort is made not to 
have members feel that they are mor- 
ally obligated to purchase only the 
products sold by the store. Mr. 
Johnson is a member of the club’s 
program committee and has a great 
deal to do with outlining the meet- 
ings. He says the firm has naturally 
received some very direct benefits, 
the sales of one of the leading lines 
of power tools being unusually out- 
standing. 

Interesting information on _ the 
trades and professions represented 
in the membership of the Fargo 
Homecraft Guild has been provided 
by secretary John Pollock. The club 
has twenty-six members, as follows: 
city fireman; hardware salesman; 
packing plant manager; insurance 
solicitor; insurance adjuster; 2 at- 
torneys; commercial photographer; 
painter; typewriter salesman; trunk 
manufacturer; violin maker; 2 agri- 
cultural college educators; 2 engi- 
neers; culvert and metal products 
salesman; post office clerk; sash and 
door manufacturer; wholesale baker; 
lumber yard salesman; 2 carpenters 
and contractors; machinist; radiator 
shop manager, and watchmaker. The 
average age of members is estimated 
as from 35 to 45, while the minimum 
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This exhibit of the Jacksonville Homeworkshop Club appeared in 


Display. ware merchants, Jacksonville. 


age permitted for active membership 
is 20 years. 

T. J. Poitras, display man for the 
hardware firm of Morley Bros., Sagi- 
naw, Mich., is an active member of 
the Saginaw Homecraft Club. A 
very attractive display of completed 
craftwork projects was recenily 
shown in one of Morley Bros. win- 
dows, and the club, which started 
with 21 members, soon expects to 
have one hundred enrolled. 

Some helpful views on the Guild 
movement from without the trade, 
but which should be of much interest 
to hardware merchants, have been 
obtained from Oscar J. Goering, 
Lansdale, Pa. Mr. Goering is an 
industrial arts instructor and was the 
sponsor of the Lansdale Craftsman 
Club. He says: “The idea of a Home- 


craftsman’s Guild appealed to me be- 


Homeworkshop Club 


cause it offered an opportunity to 
make the influential people in our 
town conscious of our industrial arts 
program in our public schools. 
Through various leads, and a talk 
before the Kiwanis Club on the ‘Use 
of Leisure,’ I was able to get a suf- 
ficient number of men interested. 


Missing a Bet 


“It was with much interest that I 
visited the local hardware and lum- 
ber merchants to get their reaction. 
One of the older dealers, who had 
recently celebrated his 50th anniver- 
sary in business, gave me the impres- 
sion that no inquiries had been re- 
ceived for power tools, and that he 
doubted that the firm would handle 
the line. A short time later, I had 
the opportunity to visit the plant of 
a large manufacturer of power tools. 


a 


the window of S. B. Hubbard Co., hard- 


There I learned that one of the 
smaller dealers, whom I had over- 
looked, represented the power tool 
concern in Lansdale, but had not 
made any sales during the past year. 
This latter fact interested me, be- 
cause I knew of a dozen power equip- 
ped local shops. 

“On returning home I made fur- 
ther inquiry and learned that the 
men having power tools had _pur- 
chased their equipment in neighbor- 
ing towns. Incidental items were 
bought at the same time, and this 
too diverted considerable extra busi- 
ness from local hardware stores. 
Later I invited one of our local hard- 
ware dealers to address the Lansdale 
Craftsman Club on buying tools and 
supplies for a homeworkshop. _ It 
was then I explained to him the local 


(Continued on page 34) 


Are held regularly in the hardware store of S. B. Hubbard Co., Jacksonville, Fla. This photo 


Meetings. shows the home craftsmen assembled for their April, 1934, discussions and demonstrations. 
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Knotty pine paneling provides an appropriate setting for the World’s Fair Homeworkshop Exhibit. 


World's Largest Homeworkshop Exhibit 


is Feature 


NE of the features of particu- 
() lar interest to the hardware 

trade at this year’s “A Cen- 
tury of Progress” Exposition in Chi- 
cago, is “The Home Workshop” lo- 
cated on the second floor of building 
No. 3, in the general exhibit group. 
This exhibit, occupying a corner 
booth 80 feet in length, is the 
world’s largest home workshop ex- 
hibit. As has been repeatedly em- 
phasized in HarpwareE ACE the home 
workshop market is expanding at an 
exceptionally rapid rate. The sum 
of money invested annually by the 
estimated 750,000 persons in the 
Nation who have home workshops, 
and the hundreds of thousands 
more, who are in the process of ac- 
quiring one, amounts to a staggering 
total. In all probability the home 
workshop market is responsible for 
aggregate annual sales of more than 
a million dollars. 

Those having some form of 
handicraft as their favorite hobby 
frequently spend several hundred 
dollars in equipping their home 
workshops. Hardware merchants 
who have had a great deal of experi- 
ence in merchandising electric wood- 
working tools estimate that an 
average expenditure ranging from 
$325 to $350 is required to com- 
pletely equip a home workshop with 
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of a Century of Progress 


power tools alone. In addition, hun- 
dreds of other items, sold by hard- 
ware stores, are needed, including 
hand tools, paints, sandpaper, glue, 
rough and finish hardware, etc. As 
a rule, however, complete equipment 
is rarely sold at one time, the vari- 
ous units being usually purchased at 
rather frequent intervals, as the 
home workshop enthusiast becomes 
more interested, and skilled, in his 


hobby. 


Hardware merchants who are 
planning on visiting A Century of 
Progress should not fail to visit the 
home workshop exhibit, where, if 
they will identify themselves as 
hardware dealers, special considera- 
tion will be given them by those in 
charge. Many beneficial ideas will 
be obtained on displaying and mer- 
chandising home workshop equip- 
ment. Also, a new appreciation of 
the wide ramifications of this line, 


Roomy, well placed aisles, enable the visitor to inspect every nook and corner of 


the exhibit. 
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and of the splendid sales oppor- 
tunity it offers will be gained. 

The exhibit embraces the lines of 
more than 40 leading manufac- 
turers of electrically driven ma- 
chinery, hand tools and accessories, 
both for wood and metal working, 
and is in continuous operation. The 
exhibit is staffed by expert opera- 
tors and demonstrators of every ma- 
chine, who are there for the purpose 
of answering all questions, and to 
make any demonstrations desired. 
Furniture projects are built from 
start to finish in the exhibit and visi- 
tors may stroll through and see such 
projects in various stages of manu- 
facture. 


Among the registration cards of 
310 Sunday visitors were six hard- 
ware dealers from nearby states. The 
consumer list (304 at 4 p. m.) in- 
cluded a most varied cross section 
of American social and _ business 
life. There were doctors, dentists, 
lawyers, preachers, bankers, teach- 
ers, truck drivers, retired farmers 
and almost every other calling ex- 
cept the mechanical pursuits. As 
shown in their registration cards 
these 304 visitors are interested in 
power equipment, hand tools, elabo- 
rate turning lathe sets, etc. 


Hardware dealers will find that 
they are already handling a lot of 
merchandise displayed in the ex- 
hibit. But, they will also find many 
new accessories, and gain much val- 
uable knowledge as to the home 
craftsman’s needs. They will also 
see the kinds of tools the home 
craftsman is really buying at pres- 
ent, and which the dealer should 
carry in stock in order to cash in 
on this market. The Home Work- 
shop Club movement, as is again 
reviewed in the article appearing on 
page 36 of this issue of HARDWARE 
AGE, is interesting many new people 
in the idea of owning a home work- 
shop. Best of all, these people are 
able to buy, and are buying quality 
merchandise. They have been ad- 
monished by experienced, profes- 
sional craftsmen “that good tools 
are essential for good work.” Also, 
that inferior tools are a liability, and 
that the best cost a little more, but 
will last many years longer, and 
give much better service than tools 
of low quality. 


The exhibit is sponsored by and 
under the direction of Popular 
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Another corner of the Homeworkshop at the Century of Progress, Chicago. 


Homecraft magazine, which ar- 
ranged for the cooperation of the 
following participating manufactur- 
ers: 


Henry Disston & Sons, Inc., Phila- 
delphia, Pa. 

Fayette R. Plumb, Inc., Philadelphia, 
Pa. 

Columbian Vise Co., Cleveland, Ohio 

Walker-Turner Co., Inc., Plainfield, 
N. J. 

Nicholson File Co., Providence, R. I. 

Atlas Press Co., Kalamazoo, Mich. 

Stanley Rule & Level Plant, New 
Britain, Conn. 

Stanley Electric Tool Co., New Brit- 
ain, Conn. 

as os Glue Co., Williamsport, 

‘a. 
The Jacobs Mfg. Co., Hartford, 
nn. 
5 een Oil Co., New York, 
Russell Jennings Mfg. Co., Chester, 
nn. 

Greenfield Tap & Die Corp., Green- 
field, Mass. 

Behr-Manning Corp., Troy, N. Y. 

The Porter-Cable Machine Co., Syra- 
cuse, N. Y. 

U. S. Hame Co., Buffalo, N. Y. 

Crescent Tool Co., Jamestown, N. Y. 

— Serew Co., Providence, 

Vulcan Electric Co., New York City 

a eae Bros. Tool Co., Chicago, 


Lowe Brothers Co., Dayton, Ohio 

Adjustable Clamp Co., Chicago, III. 

Dumore Co., Racine, Wisconsin 

Adept Tool Co., Cleveland, Ohio 

W. R. Brown Company, Chicago, III. 

Buck Bros., Millbury, Mass. 

A. J. Fisher, Detroit, Michigan 

Miniature Locomotive Co., Cleve- 
land, Ohio 

New Britain Machine Co., New Brit- 
ain, Conn. 

Partington, Inc., Cincinnati, Ohio 

Voit & Geiger, Inc., Chicago, III. 

Watson Mfg. Co., Toledo, Ohio 

H. L. Wild, New York City 

Wilder & Co., Chicago, Ill. 


Savogram Co., Boston, Mass, 


The Jacobs Mfg. Co., Hartford, 
Conn. 

Gardiner Metal Co., Chicago, III. 

Shevlin Fine Co., Minneapolis, Minn. 

Masonite Co., Chicago, Ill. 

Colonial Stain Co., Boston, Mass. 

Ackermann, Steffan & Co., Chicago, 
Ill. 

Arthur I. Platt & Co., Fairfield, 
Conn. 

Crane Packing Co., Chicago, III. 


The exhibit will be open twelve 
hours a day for a period of nearly 
six months, and during this time it 
will be viewed by hundreds of thou- 
sands of persons interested in vari- 
ous forms of home handicraft, whose 
interest in their favorite hobby will 
be greatly stimulated thereby. A 
few alert hardware merchants, who 
received advance information on the 
exhibit, have already made special 
trips to the Century of Progress for 
the express purpose of visiting “The 
Home Workshop.” R. J. Atkinson, 
prominent hardware merchant of 
Brooklyn, N. Y., has just returned 
from such a visit. Mr. Atkinson has 
followed the some workshop move- 
ment very closely, and his store was 
among the first to Pecognize the sales 
possibilities of power tools. Mr. 
Atkinson’s keen interest in this sub- 
ject is exemplified by a recent inci- 
dent. Noting an article in the Feb- 
ruary Ist issue of HaRDwaRE AGE, 
on the formation, and remarkable 
growth of the National Home Work- 
shop Guild, he became immediately 
interested; requested further  in- 
formation, and has already made 
plans for sponsoring a home work- 
shop club in Brooklyn. His impres- 
sions of the Century of Progress 
home workshop exhibit are given on 
the next page. 
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A Hardware Dealers Impressions of the 
“Homeworkshop’ at the Century of Progress 


**f \NE’S first impression of A 

Century of Progress is that 
it is a gigantic amusement enter- 
prise. 
ored and decorated buildings, and 
almost constant flow of music, lends 
little to the fact that it is probably 
the greatest educational, instructive 
and scientific exhibition ever as- 
sembled in the world. Every trader, 
every calling, every profession is 
represented somewhere within its 
boundaries. It is a wonderful in- 
spiration, and a challenge to all 
those who seek to expand and im- 
prove, and to capitalize on what 
others present to them to be used for 
their own advancement. 

“To the business man it is amaz- 
ing that such a tremendous enter- 
prise could be fostered and financed 
so successfully at a time when most 
of us are curtailing our activities and 
giving little thought to expansion. 
Yet, here is a splendid example of 
what enterprise, courage. efficient 
and well-planned management ac- 
complished under condi- 
tions. 


adverse 


“For the hardware man. the new 


Its rows of flags, many col- 


By R. J. ATKINSON 


Brooklyn, N. Y., Hardware Merchant 


home exhibit with its array of labor- 
saving devices that are applicable for 
sale in hardware stores presents 
great possibilities for increased con- 
sumer contact. One of the exhibits 
of particular interest to hardware 
merchants is “The Home Workshop.’ 
Complete displays of electrically- 
operated tools made especially for 
home craftsmen are embraced by the 
exhibit. Tools of a character that 
formerly were only adapted for mill 
use and were beyond the reach of 
the average man in both size and 
cost. Complete lines of such tools 
are shown in sizes for home use, yet 
perfect in details and entirely prac- 
tical for the amateur or professional. 

“The sales opportunity these tools 
offer the hardware merchant opens 
up a new, profitable field that many 
dealers are already capitalizing on 
by sales to individuals and by form- 
ing home craftsman’s clubs, using 
their stores as headquarters. A 
competitive interest is thus aroused 
among store customers in making 





Homeworkshop Clubs 


power tool situation. As several men 
had told me they would buy their 
equipment from the local hardware 
dealer if he carried it in stock, I 
even went so far as to recommend 
certain items, for which I knew a lo- 
cal demand existed. 

“Perhaps I should point out that 
I am in no way connected with any 
manufacturing concern, or interested 
in selling any particular line of tools. 
However, this suggestion of what the 
men wanted has definitely produced 
sales for the local hardware mer- 
chant, who has been pleased with the 
results. I firmly believe that if a 
more active part was taken by hard- 
ware dealers in this or similar activ- 
ities, the results would more than 
justify the effort expended.” 

The Stadelman-Bonn Hardware 
Co., The Dalles, Ore., helped the 


local homeworkshop club to get or- 
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ganized, and is satisfied that its busi- 
ness on hand tools has been stimu- 
lated by the store’s encouragement 
of the local club. In Cooperstown, 
N. Y., Floyd Shepard, an employee 
in the hardware store conducted by 
Kenneth W. Root, is an officer in the 
local club. Although the Hardware 
& Supply Co., Akron, Ohio, did not 
participate in the formation of the 
Goodyear Homecraft Club, composed 
of Goodyear employees, the firm 
does plan to assist in any way it can 
in organizing a club in which mem- 
bership will be open to all Akron 
homecraft enthusiasts. 

An idea of how rapidly the move- 
ment is spreading may be gained 
from the fact that there are twice 
as many local clubs as were in ex- 
istence when our previous article ap- 
peared. So many requests for par- 
ticnlars on how to organize and con- 


furniture, and many other projects 
described in the various home craft 
magazines, which should today be a 
part of the stock in every hardware 
store. 

“Change is inevitable, and the 
seeking of those things which relieve 
manual labor is constant. The elec- 
tric saw is rapidly displacing the 
hand saw and the electric.drill has 
progressed from a novelty to a 
necessity. Radio is responsible for 
the sale of thousands of electric 
soldering irons, and so we could go 
down the list and show the remark- 
able changes that have taken place 
in the tool line. 

“The hardware man of the future 
must have vision. Storekeeping no 
longer pays profits unless one can 
visualize the possibilities of new 
items that are constantly seeking a 
market. For many such products 
the hardware store is the logical out- 
let. The World’s Fair is a dream 
come true, but backing that dream 
were men of intelligence and de- 
termination who made that dream 
become a reality. The hardware 
man has the same opportunity.” 


Increase 


duct local clubs are being received 
at Guild headquarters that its officers 
have requested future inquiries to be 
directed to Popular Science Monthly, 
official publication for the organiza- 
tion, 381 Fourth Avenue, New York 
City. 

The Guild is a non-commercial or- 
ganization, and its officers are all 
business men serving without recom- 
pense. The advantages of member- 
ship in a local club may be briefly 
summarized as follows: (1) Better 
craftwork methods may be learned 
from the experts who address the 
meetings; (2) ideas may be ex- 
changed; (3) a reference library 
may be maintained; (4) exhibitions 
and contests may be conducted, and 
(5) the good fellowship of men 
bound by a common interest may be 
enjoyed. 
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By JAMES F.GOODMAN 


Kansas City, Mo. 


HERE is in Missouri a little 

town so much of a curiosity 

that it has been made the cen- 
ter of a State park. People travel 
long distances to see what a country 
town looked like three generations 
ago. Nothing has changed during all 
that period. There has been no prog- 
ress except that of decay. Oh, yes, 
there is one new building in town, 
a garage. “Some fresh guy from the 
East.” 

The Old Tavern has been furnish- 
ed with old Colonial furniture and 
is maintained by the Daughters of 
the American Revolution and of the 
Confederacy. It costs 25 cents to see 
the inside of the Tavern if you do 
not spend the night or eat there. 

The leading merchant of the town 
was sitting on a bench in front of 
his store swatting flies. This and the 
Tavern are the only evidences of lo- 
cal activity. 

We loitered in front of him. He 
finally volunteered the information 
that this was once a river port of 
great prosperity but that the rail- 
road had been built through further 
South and “suddenly and unexpect- 
edly the town’s business had van- 
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ished.” His inherited resentment 
against the railroad and the sudden- 
ness of its coming and the unex- 
pectedness of the result were empha- 
sized in the more vigorous slaps of 
the fly swatter. 

You could picture to yourself as 
he spoke the secrecy with which the 
locomotive had been invented, the 
earlier experiments in railroading in 
New England diligently suppressed, 
the stealthy work under cover of the 
night in the building of the railroad 
until all at once after years and 
years of diabolical and clandestine 
planning this railroad had sprung 
forth suddenly and unexpectedly to 
rape the trade of this little town and 


stop its clock at high noon forever. 

“Any fool would have known what 
would happen when they began 
building railroads. They just went 
to sleep at the switch or rather the 
dock,” was my companion’s com- 
ment when we left. 

On the outskirts of a good-sized 
town in Oklahoma are several acres 
of “additions” with well laid out 
paved streets in which not a single 
lot was sold. This is in the zinc-min- 
ing country. Any fool could have 
seen that zinc was overproduced and 
the town boom must reverse. 

On the plains of our great West 
all by itself stands a fine two-story 
stone high school with no students 
and a modern waterworks system 
with no consumers on its mains. In 
eastern strong boxes lie the equiva- 
lent of their cost in four and one- 
half per cent bonds done in orange 
and green. The taxpayers whose ob- 
ligations the bonds were, in theory, 
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have moved away leaving the plain 
bare of people and of dwellings. 
Any fool could have seen the town 
would play out when the oil wells 
did. 

Town after town has suffered from 
blight no less devastating than that 
of Sodom but with its fate more 
plainly written in advance. 

The natural conclusion is_ that 
these things were not left to fools— 
who would have known better—but 
to hard-headed business men who 
used bad judgment or more likely 
none at all. 

Whole communities will sit by and 
let catastrophe overtake them in spite 
of the handwriting on the wall in 
letters a foot high. 

What wonder then that individual 
merchants hang on until there is 
nothing to hang to? “Oh, things are 
bound to come back, might as well 
stick it out a little longer I’ve stayed 
this long.” 

I knew a lumber dealer in south- 
eastern Kansas in a coal mining 
town that had once boasted three 
lumber yards. He bought his com- 
petitors out one after the other. Sole 
survivor with business decreasing 
every year and with house after 
house being torn down or moved 
away bodily, he was still hopeful of 
a return of business that had gone 
where the coal was more plentiful 
and cheaper to dig. 

How many hardware dealers have 
checked the future of their business 
as well as the past? We pride our- 
selves on keeping our stocks up to 
date and handling what will sell. 
We didn’t get stuck with a lot of har- 
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ness when tractors came in. We 
didn’t have a lot of coal ranges on 
hand when the gas mains were laid. 
But have we got a whole hardware 
store where no hardware store ought 
to be? 

“Why there’s always been a hard- 
ware store here—it’s always made 
money, not so much _ lately—but 
there’ll always be a hardware store 
here.” 

Like our merchant with the fly 
swatter, we think of changes as sud- 
den because our realization of them 
is sudden. 

The visting Aunt is surprised at 
how Willie has grown in the six 
months since her last visit. The folks 
at. home hadn’t noticed it. 

Change is going on all the time— 
we only check up the change at in- 
tervals and are surprised at its mag- 
nitude. 


Even the Undertaker 


An undertaker told me his busi- 
ness had been ruined overnight by 
the activity of burial societies in his 
neighborhood. Burial societies, both 
real and rackety, are as old as the 
hills but they require active sales- 
manship. The undertaker didn’t pos- 
sess that quality or thought it didn’t 
go with undertaking. He didn’t lose 
out overnight. What happened was 
that he finally woke up one morning. 

You will find in Harpware AGE, 
every other Thursday, well-thought 
out articles telling you what to do 
when your business is poor. What 
you need most of all to know is what 
is the matter with your business when 


“Very seldom do things happen suddenly. 
There are plenty of signs of coming 
changes. Our difficulty is not in being 
warned but irf getting ourselves to act on 
the warning. 


it is prosperous. We have had recent 
proof that prosperity is the most 
dangerous thing in the world. It con- 
tains, within it, its own seeds of de- 
struction and is surrounded by the 
pitfalls of change, of competition, 
of overexpansion, of shifting condi- 
tions. 

I can offer only a partial check list 
of the big black wolves that are steal- 
ing stealthily, some slowly, some not 
so slowly, upon the individual mer- 
chant. Beat the bushes about your 
own business and you will find more. 

This list has nothing to do with 
the internal efficiency of the busi- 
ness itself. Your window  dis- 
plays, the morale of your clerks, 
your attitude toward your custom- 
ers, etc., but to those forces of time, 
natuse, society, politics, and national 
growth and devolpment that we refer 
to in our alibis variously as circum- 
stances over which we have no con- 
trol, as fate, as hard luck, or a tough 
break. : 

Very seldom do things happen 
suddenly. The introduction of the 
electric light was highly revolution- 
ary. Owners of gas lighting plants 
with big investment in mains and 
manufacturing facilities tore their 
hair; ruin was upon them. Yet the 
Welsbach gas lamp reached its high- 
est perfection after the introduction 
of the incandescent lamp and more 
gas was sold for cooking, a new 
development at that time, than had 
ever been used for lighting, and gas 
heating and natural gas were still 
further developments of an industry 
that felt it had received its death 
blow. (Continued on next page) 
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The resistance of the human mind 
to change keeps changes from being 
rapid and catastrophic. 

There was a period when light 
fixtures were designed to look like 
candleholders with a large bulbous 
body reminiscent of the reservoir of 
oil lamps and arranged for burning 
both gas and electricity. We cling 
to the old and accept the new with 
difficulty. 

This resistance to change is our 
safeguard because it gives us time 
to readjust our plans and our ideas 
before the change overwhelms us. It 
is also our ruin because our own 
resistance to change keeps us from 
anticipating the results of the 
changes or even adjusting ourselves 
to them. 

Did you ever try to inaugurate 
a new policy to customers in your 
Charging interest, not wrap- 
ping packaged goods, getting signed 
tickets for charge sales, not keeping 
your store open evenings and find 
it hard to put across, not because 
your customers wouldn’t accept but 
hecause your own clerks couldn't. 

1 have laid a good deal of stress 
on this peculiarity of the adult mind 
because it is one of the most serious 
and least apparent menaces to an 
established and successful business, 
for no business is really established 
but always in flux, always moving 
forward or going backward. 

There are plenty of signs of com- 
ing changes. Our difficulty is not 
in being warned but in getting our- 
selves to act on the warning. 

Are you relying on the protection 
of an Association or code of ethics, 
or traditions of the trade to keep 
your business going contrary to fact 
and to economic necessity? 

When the mail order houses began 
business they were naturally con- 
sidered a menace to the local retail- 
er and with some justice the taxpay- 
ing, town-supporting merchant felt 
he had a grievance at a form of 
competition that cared nothing for 
people except as customers. 


store? 


He presented his case, he offered 
his merchandise, his price, and his 
service. In many instances he made 
good, in many many more the mail 
order house served his customers to 
their greater satisfaction. 

A genius once devised the idea of 
having all his fellow merchants 
send for all the mail order catalogs 
they and their friends and relatives 
could get and burn them hoping to 
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cripple the mail order house by this 
increase in their expenses. But he 
didn’t stem the tide nor have any 
other of the forces brought to bear 
been able to prevent this develop- 
ment in retail distribution. 

Association resolutions, editorials 
in country newspapers, personal ap- 
peals to local patriotism will not 
stand up before economic progress 
and merchants have this to recognize 
and to adjust themselves to the situa- 
tion or be broken by it. Economic 
progress means one thing to the 
consumer—better service and lower 
prices—in other words the serving 
of his own interest. 

[ have used the mail order house 
as a typical case and not to defend 
them. Similar situations develop 
from chain stores, from so-called 
drug stores, both of which sell the 
best and most profitable items of 
merchants in other lines. They and 
you must rise or fall by the accept- 
ance the buyer gives to the method 
of distribution employed, it is a 
practical not a moral issue. 

Boycotting manufacturers, co m- 
plaining to your customers, or sulk- 
ing in your tent won’t hold back the 
tide of the changes that are taking 
place in distribution. Only your 
own proven economic value can save 
you and this calls for a rather frank 


analysis of yourself and your busi- 
ness while you have a business to 
analyze. 

The N.R.A. has declined over and 
over again to define channels of dis- 
tribution, to say who shall sell whom, 
to say that a grocer shall not sell 
meat grinders and lawn mowers or 
that a hardware dealer shall not sell 
pies and silk stockings. They insist 
that the most efficient channel of dis- 
tribution is the one entitled to sur- 
vive; and by efficient they mean the 
one that serves best and most cheap- 
ly the actual users of merchandise. 

If you are fighting this condition 
with artificial barriers, with ortho- 
doxy, with rules of conduct, it is 
only a matter of time before you 
have wasted your capital in a lost 
cause. If you are able to fight ser- 
vice with service, price with price, 
and tip the beam in your favor with 
personality and friendship, the battle 
is yours. 

But be always on the alert as dis- 
tribution is a river at flood tide 
always seeking to cut new channels 
for itself and shorten its journey to 
the sea. 

It is not the known changes I 
have mentioned that require your 
only attention but your watchfulness 
of new trends as they affect you. 

(Continued in Next Issue) 





Detroit Retailers Eliminate Chiselers 
Who Sell Unscrupulous Advertising 


HAT the members of the Detroit 
Retail Merchants Association are 
determined to eliminate the chisel- 
ing efforts of various organizations which 
are always looking for contributions of 
various kinds and of unscrupulous adver- 
tising promoters, is seen in the following 
agreement to which they have subscribed: 


THE AGREEMENT 


1. A committee of three shall administer 
this agreement. The president of the 
Retail Merchants Association _ shall 
appoint these members, two at least 
of whom shall be department store 
representatives. 

2. Each party to the agreement will not 
advertise in or through any medium 
except the regular daily, weekly or 
monthly newspapers or publications, 
street cars, omnibuses, billboards, the- 
atrical programs, or any other medium 
approved by the committee. (The 
agreement does not apply to the send- 
ing out of letters, circulars, or an- 
nouncements, or the giving away of 
souvenirs or other gifts, providing 
that such advertising relates exclusive- 


ly to his business and is issued at 
his expense.) 

. Space in any store will not be given, 
loaned, or donated for the placing of 
posters, for the establishment of 
booths, or for any other purpose unless 
the plan is approved by the committee. 
. Each party hereto will refer all solici- 
tors representing individuals or or- 
ganizations of any character not ap- 
proved to the committee for investiga- 
tion. 

It is understood by the signers of this 
agreement that the issuing of cre- 
dentials to any solicitor does not bind 
or compel any party hereto to rec- 
ognize the proposition or contribute 
to it. 

6. Three or more signers of this agree- 
ment may refer any decision of the 
committee to the Board of Directors 
of the Detroit Retail Merchants Asso- 
ciation for revision. 

Any party to this agreement may with- 
draw from the same two weeks after 
written notice of their intention to do 
so has been given to the secretary of 
the Retail Merchants Association. 
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School Market 


Stages Come-back 


HE school market is coming 

back. Experience has proven, 

to the public’s satisfaction, that 
it practices false economy when it 
fails to provide ample funds for the 
efficient operation of its educational 
institutions. The significance of this 
changed attitude is probably not gen- 
erally realized by those hardware 
merchants who have not weighed the 
importance of the school market. 
About one-fourth of our total popu- 
lation, or some thirty million people, 
either attend, or teach in, our 247,- 
000 schools and colleges. When a 
market of this size is unable to pur- 
chase necessary supplies business 
receives a telling blow. 

Many things are combining to 
bring about the changed attitude and 
consequent recovery of the school 
market. Approximately 1000 schools 
were closed for the lack of funds to 
operate them. In thousands of other 
communities shorter school days 
were adopted to reduce operating 
expense. In contrast to the $2,250 
millions being expended annually in 
the United States for public educa- 
tion at the beginning of the depres- 
sion, it is estimated that but $1,750 
millions will be spent in 1934. The 
result has been that there are about 
three million children between the 
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ages of 5 and 17 on the nation’s 
streets because our public schools 
are unable to care for them. To 
focus further attention on these and 
other related facts, the first National 
Schoolmart and National Schoolview 
was held in New York City, on Aug. 
15 to 24, with the event sponsored 
by educational organizations and 
prominent citizens who have been 
impressed by the necessity of making 
adequate public 
schools. 


provisions for 


Photo by 
Wurts Bros. 


The Federal Government quickly 
recognized the need for action, and 
on Aug. 14 approved P.W.A. grants 
totaling more than 160 million dol- 
lars for construction and alterations 
in school, college, university and 
other buildings of educational insti- 
tutions. This phase of the revived 
school market alone justifies the 
special attention of the hardware 
industry. Manufacturers, 
salers and dealers providing they 
make the most of the opportunity are 
certain to share in the benefits re- 
sulting from building projects in- 
volving such a huge outlay. In 
addition to the paint, rough and 
finish hardware, and _ contractors’ 
supplies the trade will have a chance 
to supply, there is much related bus- 
iness that can be had if it is gone 
after in an aggressive manner. Heat- 
ing and air-conditioning equipment 
will be required. Manual training 
and domestic science class rooms 
must be completely equipped. Gym- 
nasium and athletic supplies will be 
needed. Janitors’ and maintenance 
supplies will have to be on hand. 
New school playgrounds will require 
fencing and playground equipment. 

Many items such as alarm clocks, 
lunch kits, thermos bottles, bicycles 
and roller skates have added appeal 
when school begins. Some hardware 


whole- 


dealers have found that an open top 
table devoted to school supplies, 
including tablets, pencils, erasers, 
etc., will return a tidy sum during 
the school term. 
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VER since the first card of the 
New Deal was dealt, the word 
“cooperation” has been freely 
and favorably used. “Consumer,” 
too, has moved further front in the 
Washington lexicon. Lately, these 
two innocent words appear to have 


rm | 


discovered an affinity and to have 
moved up together in the public 
prints, forming a phrase which is 
puzzling and vaguely disturbing to 
the business man. 

For example, Dr. Paul Nystrom at 
a recent marketers’ luncheon ob- 
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The increase in the number of farmers’ purchasing associations has been constant 
for half a century, excepting the years 1923-25 when the movement suffered 
from widespread propaganda to the effect that large marketing associations 
could control selling prices and thus render unnecessary thrifty purchasing. 
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served that “a rapid development of 
consumers’ cooperatives” may result 
from “high prices, dictatorial meth- 
ods, and attempts to drive or force 
the consumer.” Consumers’ coop- 
eratives are already with us, says 
George Renard of the National Asso- 
ciation of Purchasing Agents, and in- 
vading a variety of fields, from coffee 
At least two industries, 
oil and fertilizers, agree with Mr. 
Renard that the co-ops represent 
major competition. 

A consumers’ cooperative is mere- 


to coffins. 


ly a buying association of consum- 
ers. A group of neighbor-consumers 
of like needs, dissatisfied with price, 
quality, or other factors in their in- 
dividual dealings with private re- 
tailers, decide to become their own 
retailer. At first they may form a 
mere buying club, pooling their 
needs and buying at wholesale. As 
their numbers grow, they_incorpo- 
rate under their state cooperative 
law and become a cooperative so- 
ciety with capital stock. The shares 
are priced low, usually ranging 
from $5 to $25, and thus it is made 
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Figures in this chart show the number of thousands of farms in each state; the 
darkened portion of each of the circles represents the per cent of farms reporting 
cooperative purchases. (Figures are taken from the 1929 Agricultural Census.) 


easy for any consumer to join. The 
cooperators may then open a store 
for retailing groceries to themselves. 
Or, if they are farmers, they may go 
into the buying of supplies or into 
the marketing of produce to urban 
cooperators. An urban group may 
establish restaurants or a bakery or 
a milk station. But whatever the 
commodity or service handled, the 
principle is the same: the co-op is 
the purchasing agency for the group 
of consumers. 

Most corporations have their pur- 
chasing agents; what is more natural 
than that the consumers, the ulti- 
mate purchasers, should also have 
their purchasing agencies? Indeed, 
many corporations go beyond the 
point of purchasing and manufac- 
ture some of their needs in equip- 
ment and supplies, often through a 
subsidiary corporation formed for 
that purpose. The consumers do 
precisely the same. As they aggre- 
gate purchasing power and capital, 
they federate their local retail so- 
cieties into wholesale societies, and 
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these process and distribute an ever- 
increasing variety of goods for the 
retail organizations. 


For example, a wholesale society 
in Indiana compounds oil, mills 
flour, makes fertilizer, and cleans 
seeds for some 90 local member as- 
sociations. The Cooperative Whole- 
sale Society of England operates 
over 100 factories and 60,000 acres 
of farms and plantations. Thus it 
is seen that the consumers are but 
taking a leaf from the practices of 
private business. 

' To make the object of these co- 
ops even clearer, let us realize that 
their counterpart exists throughout 
business. Trade associations are 
nothing more or less than “coop- 
eratives” of the units within trades 
or industries, formed to render a 
service to the group which each unit 
can not so well render for itself. 
Credit men’s associations are built 
on that plan. Such organizations as 
the Associated Press and the Audit 
Bureau of Circulations are truly co- 
operatives. The newspapers that 


The first cooperative 
consumer activity affecting 
the hardware trade came 
from organized farm 
groups entering the mer- 
cantile field. If, as this 
writer suggests, the move- 
ment is growing in this 
country, hardware mer- 
chants will wish to watch its 
development very thought- 
fully. 

Mr. Cooley, author of 
this article, is well qualified 
to discuss this subject. 
Since 1931, he has been 
Executive Secretary of the 
Cooperative League of the 
United States. Prior to that 
he was Managing Editor 
of Advertising & Selling, 
from which publication 
this article and accompany- 
ing illustrations are re- 
printed by special permis- 
sion of the publishers. 
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are members of the Associated Press 
are the consumers, who own, capi- 
talize and direct the AP as an agency 
to do them a service—namely, gather 
the daily news from the ends of the 
earth—which each paper could not 
do for itself without prohibitive cost. 
Indeed, what are clubs, such as the 
Harvard Club or the Advertising 
Club, but cooperatives? 

It seems that the value of con- 
sumers’ cooperation has long and 
widely been recognized by business 
men. Now, somehow, the idea is 
filtering down to the folks back 
home. 

But when it gets there, the busi- 
ness man is dismayed and cries out, 
“Unfair competition! These co-ops 
are non-profit!” 

Obviously a genuine consumers’ 
cooperative society is non-profit. 
Consumers can not make profits on 
themselves. Try to make a profit on 
the next package of cigarettes you 
buy. 

The technique by which the con- 

(Continued on page 44) 





41 





















































Let's Play Ball! 


By GILBERT L. LACHER 


VER since the game of prosperity 
broke up in a riot ’way back in 1929, 
this country has been anxiously 

awaiting the day when play could be re- 
Many of the players of the “good 
old days” have been expelled or suspended 


sumed. 


and others have been fined. And to prevent a 
repetition of the fracas of five years ago 
many new rules have been adopted. 

But still the game does not go on. The 
wrangle between opposing players, between 
players and umpire and between umpire and 
“experts” is as heated as ever. Some of the 
players, convinced that three strikes are not 
enough, are striking all over the field, appar- 
ently unaware that they are merely delay- 
ing the resumption of play. Some of the 
experts are urging the need of an entirely 
new game in which the players will take 
orders from the umpire instead of from their 
managers. Others have persuaded the um- 
pire to put more rubber in the ball. Mean- 
while some of the spectators are getting rest- 
less and are shouting “Let’s play ball!” 

And why not play ball? There is no 
important economic reason why the game 


of business should not be resumed. There 
are plenty of political reasons. Labor 
wants to extend its power. Inflationists. 


either for selfish advantage or to satisfy their 
pride, want their theories put into practice. 
“Leftists,” zealous in their opposition to 
privately controlled enterprise, want busi- 
ness recovery delayed long enough to force 
the nationalization of industry. And many 
millions who have their noses in the public 
trough want a continuation of the conditions 
that necessitate huge emergency expendi- 
tures by the Government. 

But the purely economic barriers to busi- 
ness recovery have been largely removed. 
The self-perpetuating deflationary forces 
which led to the nation-wide banking crisis 
of March, 1933, were dissipated in master- 
ful fashion shortly after President Roose- 


velt was inducted into office. Dog-eat-dog 
competition, with its companion evils, cut- 
throat prices and peon wages, was wiped out. 
Bank reserves were built up and a large 
fund of idle capital was accumulated. And. 
finally, as a last stroke, nature intervened 
to restore equilibrium beween the prices of 
agricultural and manufactured products. 
Which reminds one that “no cloud, etc.” 
Drought loss would soon be offset if the 


American people took advantage of the favor- 


able combination of circumstances which 
now invites a revival of business enterprise. 

The remaining obstacles to such a revival 
are really easy to surmount. They have 
nothing to do with the broad sweep of the 
depression tide, which is subsiding the 
world over. They represent the creations of 
deluded enthusiasts, wedded to a theory or 
an “ism,” or of selfish interests, bent on 
feathering their own nests. 

And it won’t be long before the American 
people at large will realize this fact. John 
Q. Citizen is a realist. He is not a blind 
partisan. He sympathizes with labor but 
knows that the interests of labor and the de- 
mands of professional labor leaders are not 
necessarily identical. He reserves judg- 
ment on many features of the New Deal. 
He leans neither to the “right” nor to the 
“left,” hardly knowing what those imported 
terms mean. He still believes that business 
must make a profit to survive. And he knows 
that investments must be made to stimulate 
enterprise and create employment. 

When he fully understands that chronic 
labor trouble and monetary experimenta- 
tion are the only important remaining fac- 
tors preventing profitable operation of busi- 
ness and the flow of capital into investment 
—two indispensable requisites of recovery 
—he will make his influence felt, just as he 
did in the case of prohibition. When he 
finally shouts across the field of business, 
“Fire the rowdies and quit doping the ball,” 
the game of prosperity will be resumed. 
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1% Million 
Rural 
Homes 


Need 
Water 
Systems 


O sell twice as many running 
[este systems as are usually 

sold during a like period is the 
goal set for a 15-month national 
campaign launched on Aug. 1. This 
will require the sale of 125,000 elec- 
tric water systems, as for the past 
three years about 50,000 were sold 
annually. As there are at least 
1,250,000 homes and establishments 
with electric service but without run- 
ning water, it appears that the objec- 
tive will easily be attained through 
the carefully planned and well di- 
rected activity. Although the cam- 
paign opened only a few weeks ago, 
the response to it has exceeded ex- 
pectations. Nearly 200,000 broad- 
sides have already been ordered by 
utilities and manufacturers of water 
pump systems for distribution to 
prospects. It is believed that the 
program will gather further momen- 
tum during the coming months, and 
that its influence will be even more 
widely felt by the trade in the near 
future. Hardware merchants are 
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National sales 


campaign 


underway will popularize 


benefits of running water in rural sections—Slogan: 


“Running Water . .. Your Family Deserves It 


po? 


Fifteen-month program sponsored by The Electric Water 


Systems Council 


probably in a better position to capi- 
talize on the opportunity than any 
other retail outlet. 

Utilities are lending strong sup- 





Official insignia for the 
campaign 


port to the campaign, as a means of 
building up their rural line power 
loads, although few, if any of the 
power companies are attempting to 
merchandise water systems. The 
leads developed through the promo- 
tional efforts of utilities will be 


turned over to local dealers who will 
actively follow them up. The power 
companies realize that installations 
of this character require the expert 
attention of dealers who have had 
lengthy experience in water supply 
problems. The. average hardware 
merchant is well qualified in this 
particular, and should take imme- 
diate steps to insure his energetic 
participation in the campaign. 
While the campaign will continue 
for 15 months, there are three nat- 
ural sales seasons during this period, 
in which particularly intensive effort 
is justified. These three seasons are 
Aug. 1 to Oct. 1, 1934; Feb. 1 to 
April 1, 1935, and Aug. 1 to Oct. 1, 
1935. Although spring is usually 
the peak buying season, there are 
several factors making it advisable 
for dealers to begin their drive at 
Corn-hog money is in circu- 
Funds from crops are being 


once. 
lation. 
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realized. The memory of an ex- 
tremely dry season is fresh in the 
minds of prospects. These factors 
broaden the natural sales appeal of 
running water, such as the health, 
convenience, fire protection, cleanli- 
ness, and profit increasing features. 
The council has asked the utili- 
ties to undertake the task of getting 
dealers together locally for joint 
action. At the same time the utili- 
ties were requested to compile, for 
advertising purposes, an accurate 
prospect list of rural (domestic and 
commercial) customers who do not 
have running water; to purchase and 
distribute the printed matter pre- 
pared by the council, and to “do 
whatever else is necessary to pro- 
mote the idea of using water sys- 
tems.” 
distributors 
supporting the program are asked 
to: “urge their dealers to cooperate 
locally with other dealers and with 
the electric utility, and also direct 
their field representatives to do so; 
feature the slogan and seal in na- 
tional advertising and company 
promotional mailings, and follow up 
vigorously through dealers all pros- 
pects referred to them, and to do 
whatever else is possible in accord- 
ance with company conditions.” 


Manufacturers and 


Cooperating dealers are urged by 
the council to: 

“Put on a special drive for pros- 
pects and sales during the periods of 
intense activity, supported hy some 
newspaper and direct mail adver- 
tising. 

“Follow up with particular care 
prospects turned over to them by 
their manufacturers, distributor, or 
local electric company. 

“Conduct local displays or demon- 
strations; make up exhibits for their 
windows, for fairs and meetings; use 
the seal and slogan in all advertis- 
ing; secure from their manufacturer 
or jobber, envelope stuffers, other 
forms of direct mail, and copies of 
the special broadside for circulariz- 
ing prospects.” 

It is suggested that dealers han- 
dling complete bathrooms and 
plumbing installations should sell 
running water first and have the sys- 
tem in operation before attempting 
to sell additional equipment. 

The council also advocates that 
dealers make a real attempt to do 
one spectacular thing to promote 
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running water in their communities. 
In this connection the following sug- 
gestions are offered by the council, 
with the intention of stimulating 
other and better ideas: 

“Spectacular demonstration at a 
central place, such as at a county 
fair. 

“A fire fighting exhibit . . . in 
which one team uses a bucket and 
one a hose. 

“A truck on which an exhibit of 
running water is mounted, which 
will make trips around the country, 
stopping for display periods and 
short talks. 

“A truck on which a loud speaker 
is mounted broadcasting appropriate 
phrases on running water, and on its 
sides banners featuring the slogan: 
‘Running Water 
Deserves It!” 


Your Family 


Members on the council represent- 
ing the Edison Electric Institute are: 
P. H. Powers, chairman, West Penn 
Power Co., Pittsburgh, Pa.; F. A. 
Beldon, The Edison Electric Illumi- 
nating Co., of Boston, Boston, Mass. ; 
H. E. Dexter, Central Hudson Gas & 
Electric Corp., Poughkeepsie, N. Y., 


and C. E. Greenwood, Edison Elec- 
tric Institute, New York City. The 
member representing the Committee 
on the Relation of Electricity to 
Agriculture is E. A. White, Chicago, 
Ill. Members representing the 60 co- 
operating member-manufacturers of 
the National Association of Domes- 
tic and Farm Pumping Equipment 
and Allied Products manufacturers 
are: C. W. Coapman, vice-chairman 
of the council, Delco Appliance 
Corp., Rochester, N. Y.; N. J. Gould, 
Gould’s Pumps, Inc., Seneca Falls, 
N. Y.; A. E. Hazeldine, Red Jacket 
Mfe. Co., Davenport, Iowa; J. C. 
Myers, The F. E. Myers & Bro. Co., 
Ashland, Ohio; W. H. Wallbaum, 
Fairbanks, Morse & Co., Chicago, 
Ill., and H. C. Angster, secretary of 
the council, 228 W. Ontario Street, 
Chicago, III. 


Epitor’s Note—An unofficial, yet well- 
founded, report received at press time 
reads as follows: “Incidentally a ruling 
has been made by FHA that not only 
the cost of a pump and the plumbing for 
installation of a water system may be 
included in the loan insured under the 
National Housing Act, but — cost = 
digging a well, not official at the presen 
‘a, may also be included. This should 
aid in the financing problem that has con- 
fronted the dealer previously in connec- 
tion with installation of a water system. 





Consumers CooperativesAreGrowing 


(Continued from page 41) 


sumers’ societies do business with- 
out profit is this: The society sells 
at market prices, thus temporarily 
accumulating the same rate of profit 
as do its private competitors. But 
at the end of each half-year or year, 
the net is divided among the con- 
sumers according to their purchases. 
This is called the dividend on pur- 
chases, or “savings return.” The re- 
sult is that the goods are sold at 
cost-plus. 

Roughly, the same principle is fol- 
lowed in the business men’s coop- 
eratives we have mentioned. There 
is no profit in the activities of pur- 
chasing agents or of trade associa- 
tions. The Harvard Club makes no 
profit, nor does the AP or the ABC. 
If they do, it is returned to the “con- 
sumer” as “savings,” probably in 
the form of new or improved ser- 
vice, or lower dues. 

“Unfair competition.” Is it? If 
the consumers’ cooperative oil asso- 
ciations of the Middle West are in 





unfair competition with the profit 
oil concerns, then the Associated 
Press is in unfair competition with 
the profit news-gathering agencies 
that are or might be in the field. 
The Harvard Club is in unfair com- 
petition with the Algonquin Hotel. 

Furthermore, my wife and I, who 
get our meals at home, are in unfair 
competition with Childs’; and I and 
you and a million other men who 
shave ourselves are in unfair com- 
petition with the barbers. Anyone 
who does anything for himself, or 
any group who do a thing cooper- 
atively for themselves, is competing 
unfairly with the fellows who do 
these things for pay, if this theory 
is to be regarded as correct. 

But it won’t pass in America, 
where—even in these NRA days- 
the tradition is still strong that any 
man or group of men can go into 
any business they jolly well want to. 
Certainly this increases the competi- 

(Continued on page 68) 
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About Present Day Farming— 


By SAUNDERS NORVELL 


a HIS is my seventieth birth- 
day, and I celebrated by 
plowing for ten hours.” This 

is an extract from a letter | recently 
received from a real dirt farmer who 
for most of his life was in the hard- 
ware business. This ex-hardware 
man, even while in the hardware 
business, had owned a small farm 
near Sullivan, Mo. Some 10 years 
ago, when he was about 60, he re- 
tired from business, and at the same 
time retired to his farm. So, in ex- 
tending my congratulations on his 
birthday, I asked him to write me a 
good, long letter about farming. | 
was curious to hear from a real, dirt 
farmer, because in the daily papers 
we are constantly reading about the 
poor farmer, how he is imposed 
upon, the low prices he receives for 
his products, and what a hard time 
he has making a living. 

While I was waiting for an answer 
to my questions on the subject of 
farming from my farmer friend, a 
correspondent from St. Paul, Minn., 
dropped in to see me. The business 
of this gentleman is selling farms. 
He has 40 salesmen in that territory 
working for him, and it is their job 
to bring sellers and buyers of farms 
together and close the deals. I asked 
this dealer in farms: “Can farmers 
make money running farms today?” 
His answer was: “Yes and no. It all 
depends on a number of things. 
First, did the farmer buy his land 
at boom prices? If he did, and if he 
is trying to make a profit on his in- 
vestment under present day condi- 
tions, he has a hard job. The next 
point is, is his farm clear of debt, or 
is he compelled to pay interest on a 
large mortgage on top of the high 
price he paid for his land? Of 
course if he has this cash interest to 
pay, then it is much harder for the 
farmer to make a showing. The 
trouble with many farmers” said this 
gentleman (leaving out the present 
drought situation) “is that they paid 
more for their land than it is 
actually worth, and have loaded this 
land up with a mortgage that it is 
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next to impossible for them to 
carry.” 

Then I asked him this question: 
“Is it economical for a farmer to 
buy tractors and all of this high- 
priced modern farm machinery?” To 
this he replied: “It all depends upon 
the size of the farm. If the farmer 
has a large, well-organized farm with 
good land, if he employs a number 
of men, and if he is a real business 
man and an executive and under- 
stands buying and selling, it is profit- 
able for him to use tractors and 
modern farm implements. But” he 
continued “most of the farms in this 
country are small, and experience 
has clearly demonstrated that it does 
not pay the small farmer to attempt 
to use tractors and other high-priced 
farm machinery. Most of the trouble 
with farmers these days is that the 
small farmer, instead of plowing in 
the old-fashioned way on foot, likes 
the idea of sitting under an umbrella, 
in a comfortable seat, while he drives 
his horses. The high-powered tractor 
and farm-machinery salesman has 
done more, in my opinion, to ruin 
the small farmer, than any other fac- 
tor. He offers the farmer these farm 
implements on time. How easy for 
the farmer to pay just a little at a 
time! This fact is so well known” 
continued this dealer in farms, “that 
there is a common saying among 
farm land men that a tractor and an 
automobile will break any farmer.” 

“If a farmer has high-priced land, 
a large mortgage, and then in addi- 
tion is attempting to pay for tractors 
and farm machinery, if he is running 
a small farm of say 80 to 160 acres, 
he is finished before he starts.” 


As In Manufacturing 


“Well,” I replied, “this situation 
is exactly the same in manufacturing 
and merchandising. If a corporation 
is over-capitalized, if they are pay- 
ing interest on bonds and also pay- 
ing interest to banks, and if they are 
attempting io do business in the 
modern way with expensive modern 
machinery, they are just about in the 


same boat as the farmer just de- 
scribed.” 

All of the above seems simple, 
clear and logical, and of course the 
only answer, painful as it may be, is 
liquidation. The farmer who has 
been trying to run his farm with all 
the modern trimmings, has got to go 
back to the simple life. 


An Answer 


Now I have the answer to my let- 
ter from my friend, the dirt farmer 
in Missouri. Imagine my surprise 
when he states that for the last 10 
vears he has been able to support 
himself on his farm, and also make 
a little profit. This hardware-farmer 
tells exactly the same story that was 
told by the dealer in farms. He states 
that he has a small valley farm, with 
good, rich earth. He has no family 
except his wife. She is also hale and 
hearty, and does all the house work 
herself. He does all of the work on 
the farm himself, except at certain 
harvest periods when he hires extra 
help by the day. However, as soon 
as the rush is over, he lets them go. 
He has horses, several cows, a lot of 
chickens and a number of hogs. He 
tends to the horses, cattle and the 
hogs himself, while his wife tends to 
the chickens, makes butter and does 
all that part of the work. Now on 
the other hand, he states that he has 
never owned an automobile, does not 
own a tractor, nor has he any of the 
high-falutin labor-saving farm ma- 
chinery. When he plows, he walks. 
When he goes to town it is either 
on horseback or with his team and 
a light wagon if he wishes to bring 
home any supplies. 

Here are some remarks from his 
interesting letter: “I don’t run an 
automobile because in the first place 
I have no desire to pay Rockefeller 
for my power in the form of gaso- 
line. Then, automobiles wear out and 
have to be replaced. On the other 
hand, my horses breed. They repro- 
duce themselves, and they need very 
little repairing. I raise my own oats 
and get ‘power’ for my horses from 
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them. | have no electric light, but 
use oil lamps. | have my own well, 
a fine, deep, cool well of pure water. 
I don’t have any monthly bills from 
either the electric light company or 
the water company. When I wish to 
take a bath, it is fine to fill a tub 
with water and carry it out to the 
wood shed. This gives me added ex- 
ercise, and I don’t have to take any 
calesthenics in order to retain my 
youthful figure. In cold weather | 
find the washboiler a fine water heat- 
ing device. There is no hardship in 
making your ablutions in a warm 
kitchen. | am 70 years old. My wife 
is 65. We are both in excellent 
health. We enjoy life. We keep busy 
and are seldom lonesome. If we feel 
like seeing a movie, we hitch up the 
team and drive to town. Our greatest 
pleasure, however, is in running the 
farm, looking after the live stock, 
watching the growing plants, and 
reading good books and magazines. 
We take several papers and maga- 
zines, so we are in as close touch 
with the world as if we were living 
in town, and we are spared all the 
pain of seeing poverty around us, 
also of living in a congested atmos- 
where with unpleasant people. Tak- 
ing it all in all,” he writes, “I was 
very lucky to own this farm, and I 
have been lucky to quit business and 
retire to my farm so I can spend the 
last years of my life in comfort and 
independence. And,” he adds, “This 
word ‘independence’ looms very 
large in my vocabulary.” 

Again glancing over the letter 
written by my _hardware-farmer 
friend, I find his statement that it 
is not absolutely necessary for the 
farmer to go to town to spend his 
spare cash unless he wants to. One 
reason for this is that deliveries of 
merchandise are made over long dis- 
tances by truck, and that goods when 
needed can be bought from these 
truckmen. This is a development of 
recent years. 

Then, referring to the convenience 
of truck service, he states that in the 
old days when it was necessary to 
ship a calf to market, the farmer had 
to crate the calf, haul him to the rail- 
road station, arrange for the water- 
ing of the calf enroute, and then 
when the calf reached the city, he 
had to be unloaded from the car, re- 
loaded on a wagon and finally de- 
livered to the commission merchant. 
Now he states, when he has a calf to 
ship, a truck picks it up at his own 
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barn, is not crated but is simply 
tied up, and then when the truck 
reaches the city, the delivery of the 
calf is made direct to the commis- 
sion merchant by the truck. Some 
improvement on the old system! 

While this farmer specifically re- 
fers to the shipping of a calf, no 
doubt the same thing holds good for 
the shipping and delivery of many 
other farm products. 

I happen to know this hardware- 
farmer has a few good stocks and 
bonds stored away for a rainy day, 
when he might have to stop doing 
any active work on the farm. I am 
wondering how the drought hit him. 
[ will have to write and find out 
about farming in drought times. 
That, to me, will also be interesting. 


From a Sales Manager 


Now, while my thoughts happen 
to be on farmers and farming, along 
comes a letter from the sales man- 
ager of a large hardware jobbing 
house. He discusses the idea: Has the 
price of hardware gone up way out 
of proportion to the price of farm 
products? The common and accept- 
ed idea is that it has. We have read 
articles telling how many _ bushels 
of wheat or corn, or how many hogs 
a farmer has to sell to pay for this 
or that item in a hardware store. 
Here is an extract from his letter to 
his salesmen: 

“I want you to have some FACTS 
regarding the price situation on the 
goods you and your customers are 
selling, and the prices farmers are 
receiving for their products. 

“I am not simply giving my views. 
but the views of men who are recog- 
nized as dependable and know where- 
of they speak. At the annual meet- 
ing of the National Retail Hardware 
Association held in Des Moines, June 
18, this question of farm prices and 
other problems of retailers were dis- 
cussed in great detail and very thor- 
oughly. Mr. Maurice L. Campbell of 
Benton, IIl., a keen, alert merchant 
and student of conditions, handled 
the subject “The Ascending Price 
Curve.’ Mr. Campbell was asked the 
following question: ‘What change 
has occurred in prices for farmers’ 
products, and upon the basis of long 
term relationships, what is their 
present “exchange value” in terms of 
manufactured goods which farmers 
buy?’ Mr. Campbell’s answer was 
as follows: 


“I am informed that the index o/ 
the United States Department oi 
Agriculture shows that from Febru- 
ary, 1933, to the present, prices re- 
ceived by farmers for the commodi- 
ties which farmers sell, advanced 
from 49 per cent of the 1910-1914 
average to about 70 per cent, which 
is a gain of 55 per cent. 

“The advance in retail prices fo: 
such things as the farmer uses in his 
living and in his production proc- 
esses has been about 20 per cent to 
25 per cent for the same period. 

“Thus, the ratio of prices received 
by farmers to prices paid by them 
has gone up from 40 per cent of the 
1910-1914 average to approximately 
64 per cent of the 1910-1914 average, 
or about 30 per cent increase in ex- 
change value.” 

My correspondent continues: 
“Note carefully in Mr. Campbell’s 
answer that the farmer’s increase in 
the prices he is RECEIVING over 
February of last year, is 55 per cent; 
that the increase in prices the farm- 
er must PAY for what he buys is 
from 20 per cent to 25 per cent; 
therefore, the farmer has a definite 
advantage of about 30 per cent in- 
crease in EXCHANGE value of his 
products and what he buys, over a 
year ago. In other words, if no 
money changed hands, but the farm- 
er and dealer ‘Bartered’ farm prod- 
ucts for merchandise, the farmer 
would get 30 per cent more merchan- 
dise for his farm products today at 
today’s prices than he would have 
gotten for the same amount of farm 
products a year ago. 

I talked with Paul T. Stokes, who 
served his apprenticeship in the Bab- 
son Statistical Organization, and 
asked him where Mr. Campbell got 
the figures on which his answer was 
based, and Mr. Stokes’ reply was 
that he got the figures from the 
United States Department of Agri- 
culture, which is the most reliable 
source for prices on agricultural 
products. Someone else asked Mr. 
Stokes if the figures he quoted were 
simply market quotations? To which 
he replied: “No, they are not mar- 
ket or newspaper quotations or FOB 
Chicago or FOB New York prices. 
but they are the FARMER'S RE- 
ALIZED prices which he actually re- 
ceived for his products as reported 
to the United States Department of 
Agriculture.” 

“IT keep a continuous price record 
(Continued on page 66) 
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Advertising Has Countless Stories 
to Tell 


(A current bulletin from the offices of 
the American Hardware Manufacturers 
Association, New York City) 


RODUCTION without distribu- 

tion and ultimate consumption is 

futile. Intermediate sales effort 
is nullified if the actual consumer is 
not attracted, sold and satisfied, par- 
ticularly on items which are not funda- 
mental necessities. 

A famous slogan truthfully asserts 
“The recollection of QUALITY re- 
mains long after PRICE is forgotten.” 
Cheap buying in the recent past has 
not been altogether a matter of choice; 
with increased purchasing power, is 
returning general recognition of the 
real economy of quality buying. Forced 
experience with inferior merchandise 
but stimulates this urge. 

There has been constant improve- 
ment in almost every type of manu- 
factured article, but the average man 
in the street is not yet conscious of 
even half of these, so that advertising 
has countless stories to tell. Methods 
of publicizing this information are well 
established, based on the character of 
the article and the appropriation avail- 
able. 

In the very nature of things, sales 
appeal can more readily be created for 
some products than for others, among 
the innumerable lines which seek dis- 
tribution through hardware channels. 
But when such hitherto prosaic items 
as garbage cans and toilet seats can 
be dressed up to resemble Tiffany 
products, rate conspicuous display in 
prominent stores and sell in volume at 
prices satisfactory to all concerned, 
similar vision in other lines may not go 
unrewarded. 


Modern Display 


Consumer advertising on a national 
scale is not possible for all, or neces- 
sary in many instances. “Goods well 
displayed are half sold” and at this 
particular time manufacturers may well 
concentrate upon this phase. Modern 
display means not only exhibition of 
the item itself, but implies also the 
necessity of accompanying description 
and appealing package. 

Color and finish, design and mechan- 
ical improvement, method of display 
have kept step in many of the products 
which have revolutionized the atmos- 
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Improvements in manufactured products must be explained to 
consumers and those who contact consumers. The importance 


of proper packaging and informative labels. 


phere of the modern hardware store. 
Particularly has this been true with 
the great variety of kitchen equipment, 
household wares and appliances. Sport- 
ing goods have always been attractive. 
Improvement in packaging and method 
of display are also noticeable in the 
more general hardware lines, but for 
obvious reasons have been less spec- 
tacular than among products which 
challenge feminine interest. But all 
customers are not women. The pride 
of possession of a good tool still stirs 
craftsman and amateur alike; the 
beauty of quality hardware and the 
security assured by dependable locks 
appeal to all. 


Modern Store Arrangement 


Modern store arrangement is upon 
the theory of maximum display; no 
longer is effective exhibition confined 
to window dressing. New types of 
counter and ever-increasing table use 
have made obsolete many display de- 
vices formerly regarded as standard 
by manufacturers. Display aids in the 
past have in the main impaired use- 
fulness by tendency to over-size. For 
small articles, individual mounting on 
an attractive card finds favor, but the 
size of the card should be restricted. 
Larger units should be shown sepa- 
rately, mounted on a simple device 
when possible, with an accompanying 
card to identify and tersely emphasize 
use, construction or unusual features. 
Most dealers suggest that identification 
cards should for average products not 
exceed 5 in. x 7 in. 

There is increased recognition of the 
definite advantage of attaching to mer- 
chandise units by label or tag, such 
information as will acquaint both seller 
and consumer with the possible uses 
of the article, unusual or superior 
points of construction and in many in- 
stances, its care. In the case of many 
specialty items which are individually 
packed, a tag conveying the information 
is attached to the article itself and the 
information repeated or elaborated 
upon the container. In such cases there 
is wide scope for the commercial artist. 

This method of description not only 
assists sales people to make intelligent 
and appealing presentation of a prod- 
uct, but likewise posts the consumer 
after the purchase is made. If all 


manufacturers would be more painstak- 
ing in so disseminating information as 
to the correct use of their product. 
there would be less irritation and loss 
in disputes and replacements of mer- 
chandise unjustly returned as defec- 
tive. Manufacturers of edge and cut- 
ting tools, particularly, have many such 
instances. Not all claims for replace- 
ment are made in bad faith, but result 
from the purchase in ignorance of a 
size or type of tool or implement not 
adapted for a specific purpose. Human 
nature being what it is, no method 
will completely solve the replacement 
problem, but reasonable usage informa- 
tion actually accompanying an article 
will assist. 


Useful Information 


Again, information as to care is de- 
sirable. For example, the proper 
method of re-whetting or filing edge of 
cutting tools may well be emphasized. 
as it already is by many makers. In 
some instances noted, manufacturers 
are emphasizing distribution policy by 
the addition of a special label stating 
“This merchandise is manufactured ex- 
clusively for the Hardware Trade.” 

In a recent discussion a prominent 
manufacturer said: 

“Some time ago we brought out an 
alloy tool. The very nature of the al- 
loy used was such that the hardness 
wasn’t as great as ordinary carbon. We 
began immediately to get complaints. 
Customers complained that the metal 
was soft; we were running into serious 
difficulty. Thereafter we attached a 
printed tag to every tool, pointing out 
the characteristics of the alloy and its 
advantages, and suggested that with 
proper understanding of the nature of 
the alloy the tool be given a thorough 
test. If after such trial, cause for com- 
plaint was found, we would be glad to 
replace the same. Almost immediately 
complaints stopped entirely.” 

Most manufacturers have had some 
such experience, and any information 
as to improved descriptive methods in 
connection with packaging would be 
welcomed by others. A bulletin dis- 
cussion of such related matters would 
undoubtedly be of interest and value 
to all concerned. This office will be 
glad to receive such communications 
for dissemination and comment. 


47 











«—— 








OSCILLATING 
FAN 






































made, rings the school bell 


A simple mechanism, home 
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The arrangement of the inter- 
changeable fixtures for the win- 
dow above 


End-of-Summer Window Trims 


ND of vacation periods and the 

beginning of school terms sug- 

gest to the customer’s mind 
the necessity for new equipment— 
for both home and school. Every 
home cries aloud for cleaning and 
repairing when viewed for the first 
time after an absence of weeks, and 
windows that re-echo that call are 
certain to be effective. The school 
window in this issue is one that 
provides motion. The well-known 
school bell will swing to and fro 
in its belfry, making passersby stop 
and look, even though they need not 
listen. The simple arrangement of 
HarpwareE AGE interchangeable dis- 
play fixtures and a minimum of 
stock does the rest. The diagram at 
the upper left of this page shows the 
simple mechanism that provides the 
motion. 
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This arrangement of fixtures used in 
the window at left 
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These Charts Make the Pictures Easy to Draw 





The home window is self-explana- 
tory and the charts accompanying 
show the simple system for enlarg- 
ing the pictures for the background. 
Your show card man or sign writer 
will find these useful and time sav- 
ing. The Mop-it-on window is an- 
other suggestion that utilizes a poster 
cutout that can be made in your 
own shop. The interchangeable fix- 
tures could be used to make a simi- 
lar arrangement. The tool window 
of the Chicago Retail Hardware As- 
sociation’s model store also makes 
use of background panels. A variety 
of tool lines are presented. 
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TRUSTEES NAMED FOR 
BEARDSLEY & WOLCOTT 


The business of The Beardsley 
& Wolcott Mfg. Co., Waterbury, 
Conn., formerly being operated 
as a state receivership under 
james R. Sheldon, receiver, was 
on August 6 put under the juris- 
diction of the United States Dis- 
trict Court under the new provi- 
sions of section 77B, providing 
for proceedings for reorganiza- 
tion of the corporation. 

The court appointed Messrs. 
Lyle A. Brown, Francis T. Phil- 
lips and Thomas P. Kelly, tem- 
porary trustees representing bank, 
trade creditor and stockholders’ 
interests. After a hearing of 
which notice was given to all in- 
terested parties, held on the 17th 
day of August, 1934, the Court 
formally approved the petition 
and the proceedings. 

This permits the reorganized 
company, when properly set up, 
to take advantage of the existing 


goodwill and to continue with | 


the sale of the company’s prod- 
ucts including: Torrid electrical 
appliances, Goldenrod drapery 
hardware, B & R brand uphol- 
stery nails and Wilwear bath- 
room fixtures. 

No sale was made of the com- 
pany nor its assets as the Federal 
Court took jurisdiction in the in- 
terest of creditors. Steps are 
being taken toward an early re- 
organization. 


ALLIED HARDWARE HAS 
FIRST ANNUAL OUTING 


The first annual outing of the 
Allied Hardware Stores, Ine.. 





Akron, Ohio, was recently held | 


at High Mills, and was attended 
by more than 150 members and 
guests. Among the events of the 
day was a baseball game between 
employers and employees. Horse- 
shoe pitching, races and swim- 
ming were on the program. 

Roy Yoder was chairman of 
the committee, which included 
Roy Lautenschlager, W. A. Klein 
and Robert Yount. 


MID-SUMMER MARKETS 

ATTRACT 7,471 BUYERS 

The mid-summer markets held 
at The Merchandise Mart, Chi- 
cago, Ill., attracted 7,471 buyers, 
according to registration figures. 
T. J. Reed, general manager of 
the Mart, announced that there 
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| PITTSBURGH PLATE GLASS 
DIVISION OF FUNCTIONS OF GOVERNMENT | | ADDS DISTRIBUTION UNIT 


HOUSING AND LENDING AGENCIES | The distributing warehouse 

| system of the Pittsburgh Plate 

Glass Co., Pittsburgh, Pa., was 

recently increased to 71 units by ‘ 

acquisition of the business and ( 

property of the Montana Glass t 
1 
1 


The Federal Housing Administration makes no loans to 
the public and cannot deal with distressed conditions. It 
insures loans made by private lending agencies for pur- 
poses of modernization of all types of building, and mort- 
gages made by such institutions upon new and existing 
one-to-four family residential buildings, and, under special 


& Paint Co., Butte, Mont. Opera- 





conditions, upon low-cost housing projects. ' tions by the Pittsburgh Plate 
The Home Owners’ Loan Corporation refinances mort- Glass Co. started August 1 at ‘ 
gages on distressed homes, that is, upon homes where || the same _ location—840 Utah ; 
mortgages and other obligations are in serious default. hee enlet Geet A ; 
This corporation also makes direct loans for moderniza- S Pe ener ie a ose Mla iat, 7 
tion and repair, but only to owners upon whose homes it has | | °°" /0ca! agent wi ow 
already financed mortgages, or to owners who would be vision of J. K. Wenham, local ; 
eligible for distress loans. manager at Minneapolis. I 
The Federal Home Loan Bank System does not lend to The Montana Glass & Paint ] 
individuals. Its essential function is to lend to mutual | (po. formerly acted as distributor ’ 
savings and building and loan associations from whom for Pittsburgh Plate Glass Co. in 
the 2500 institutions, now members of it, may borrow md ee Ste a f i 
up to 50% on mortgages held by them. the Butte district. em © " 
The Public Works Emergency Housing Corporation is glass, paint and other Pittsburgh : 
devoted to the acquiring of land and the erecting of large- | | products will be increased and ‘ 
scale dwelling projects for people of the lower income || additions will be made to the : 
groups. Their work is of a public or semi-public nature, | | personnel to provide for im- : 
has been limited to the largest cities or cities having | proved Dien ‘waeieene euviiee. 


large industrial population, and is usually eombined with 


slum clearance work. F. L. Smith, former manager. 


: 

2 
Montana Glass & Paint Co., is I 
retiring to look after other inter- ( 
ests. John Jernberg, who was 











were 2,714 buyers of housefur-| bought his interest in the Monta- 
nishings, electrical appliances, | gue company as an individual and 








glassware and giftwares in July| not as an officer of the Ocean | assistant manager, will continue f 
and August. There were 4,757} City Mfg. Co. under the new arrangement. t 
buyers of furniture and lamps in : 
ee Sheet Metal Distributors Code Approved; i 
R. S. EVINRUDE, PRES. Essentially Same as Wholesale Hardware ‘ 
oF Cane Berees Also Supplements Basic Wholesale Code. Main Difference | 
Ralph S. Evinrude has been) from Supplemental Wholesale Hardware Code Found Under 7 

| elected president of the Outboard | “Definition.” x ee, r 
Motors Corp., Milwaukee, Wis., | 


‘The Supplemental Code for | tailers, industrial, and _ other 











to succeed his father, the late | eel — ro we f 
Ole Evinrude. The new presi- the Sheet Metal Distributing | users; who carries an adeqt } , 
dent has been identified with the | Trade was approved on July 27, | diversified stock of ferrous 
industry since boyhood. In 1927 | 1934, and became effective on and/or ferrous coated sheet met- ; 
he was placed 3 charge of rac- Monday, Aug. 6, 1934. It sup- als including, but without =. ' 

ing research and two years later | plements the _ basic wholesale | tion, galvanized — sheets, = 
in charge of the export division. | code but does not supersede it roofing and siding, tin plate. , 
Other officers are: chairman of | in any details. The text of the | sheet zinc, and kindred lines de- \ 
the board, Stephen F. Briggs, | Sheet Metal Supplemental Code fined as eaves trough, conductor ; 
president, Briggs & Stratton | parallels the provisions of the | pipe and elbows, tinners tools. 
Corp., Milwaukee; vice-president, | Supplemental Wholesale Hard- solder, but not including iron : 
| treasurer and general manager, | ware Code (published in Harp- and steel sheets, except galvan- | 
Jacob Stern, and secretary, John | WARE AcE, Aug. 16, 1934), the ized sheets; buys such merchan- f 
L. Brown, Detroit. | only important difference being | dise; warehouses and reserves ; 
ses the “Definition of a Sheet Metal | stock of it for nce trade 

| Distri ” i ig code de- | through salesmen, advertising. 
ACQUIRES INTEREST IN I recapang orang adams and/or sales promotion devices: 
MONTAGUE ROD & REEL | “The term ‘Distributor, as resells it; assumes the credit ; 
Paul J. Johnson recently ac-| used herein, shall mean any risk and/or such other obliga : 
quired the controlling interest in | individual, partnership, corpo- | ons as are incident to = 
the business of the Montague | ration, association, or other form transportation, warehousing and . 
Rod & Reel Co., Montague City, | of enterprise or definitely organ- distribution of sheet metals - ; 
Mass., of which he is now presi-| ized division thereof, specifically kindred lines. The term sha . 
dent. Mr. Johnson, who is sec-| set up to render a general dis- | 0 include any  distributor- | 
retary-treasurer of the Ocean | tribution service, whose business | whose business is principally the . 
City Mfg. Co., Philadelphia, Pa.,| is selling to sheet metal con- distribution of sheet _ steel 


manufacturers of fishing reels,! tractors, roofers, fabricators, re- | seconds.” 
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pod 30-Day Duck Hunting Season Recommended — CA seen soe 
| YEARS IN BUSINESS 
varehouse Each State Choosing ‘Time and Spread | E. K. Spinney, Ltd., Yarmouth, 
gh Plate a5 secieas | N. S., Canada, wholesale and re- 
Pa., was Duck hunters, in the future siete cn the idle ak a The list of fully protected water- | tail hardware firm celebrated on 
units by can expect a fixed season from | shooting stand or blind be pro- | fowl, in the Board’s judgment, | July 31 the one hundredth anni- 
ness and October 1 to January 15, with | hibited except under permits to | should remain the same. . | versary of its founding. W. H. 
na Glass the number of shooting days dur- | be issued without charge by the | A_ resolution was adopted by | Townsend founded the business 
Opera- ing the prescribed period vary- | Secretary of Agriculture. Per- | the Board recommending that | and the Hon. E. K. Spinney 
th Plate ing from year to year in accord- | mits would be limited, according | when in the discretion of the | started with the company in 
ust 1 at ance with the abundance of | to the Board’s recommendation, | Biological Survey, the equitable | 1873, the firm becoming Spinney 
0 Utah waterfowl. These prospects were | to use at stands or blinds where | distribution of shooting could | & Kinney in 1875. Two years 
of R. outlined by J. N. Darling, chief | baiting is not abused and is not | best be obtained by zoning, “the | later the company became Spin- 
he super- of the Bureau of Biological Sur- | unduly destructive to the birds | Bureau be authorized to do so in| ®¢Y & Eakins, R. S. Eakins re- 
local vey, following the recent annual | or where insufficient natural food | cooperation with the State Game | "ting from activity in the busi- 
meeting of the Advisory Board, | makes baiting for feeding desir- | Department.” Under the new | 2@ss 0 1877 when the firm be- 
& Paint Migratory Bird Treaty Act, in| able. The Board also recom- | provision permitting State Game | €@me E. K. Spinney which name 
istributor Washington, D. C. mended strengthening of the | Departments to select the shoot- | 4S retained until the present one 
esi ns. ti Favoring a reduction this year | regulation which prohibits the | ing days, Mr. Darling pointed | ¥@S adopted in 1918. William H. 
ae. gl in the number of hunting days, | baiting of mourning doves. out that a need for a Federal | T- Spinney, eldest son of E. K. 
ittsburgh because of the diminished supply | Hours of shooting, according | zoning for individual States is | Spinney, was managing director 
‘sed and of ducks, the Board has recom- | to the Board’s recommendations | much less likely to occur. of the firm from 1918 until his 
ee ai mended that a 30-day shooting would extend from sunrise to Usually the recommendations death = 1920. 
Cae ee season be permitted between the | Sunset on each day of the season, | of the Migratory Bird Advisory Eric H. Spinney became oor 
: dates named, but that the time | thus cutting out the shooting | Board go to the Secretary of dent of the firm in 1926 upon the 
Dvciyceaeas and spread of the season in each | formerly permitted for a half- | Agriculture for consideration and | death of his father, E. K. Spin- 
9 State be recommended to the | hour before sunrise. It would | are not made public until the | ®©Y and today is managing di- 
t Co., wt Biological Survey by the State | also permit shooting to begin at | Secretary has decided upon the | Tector as well as president. 
ler inter- Game Department. The 30-day sunrise on the opening day in- | regulations and they have been} ~~ = 
who was season recommended for this | stead of at noon, as provided by | approved by the President. This | 
continue fall, compares with seasons of | previous regulation. The daily- | year, however, it was decided MeWilliams Hardware & Fur- 
lent. two months in 1932 and 1933, | bag limit, it was recommended, | give the recommendations of the | niture Co., Kilgore, Tex., re 
and with one month in 1931. | should remain at 12 for ducks in | Advisory Board to the public im- | cently moved into a new building. 
le “This provision,” says Mr. the aggregate, and limited to 5 mediately. The Secretary may | In addition to the new store the 
g- Darling, “cuts down the number | of birds of certain species which | or may not adopt all of the | company continues to operate its 
dware of days that the birds may be | need this additional protection. | recommendations of the Board. | old store on E. North St. 
shot, but it gives each State the == ae ds _ 
ference privilege of selecting its own 
1 Under season. A State may take 30 
days consecutively. It can choose 
. other 5 consecutive days each week for 
lequately 6 consecutive weeks. It can take 
ionuns 3 consecutive days each week for 
out taet- ten consecutive weeks, or it can 
t limite- choose 2 consecutive days a week 
ned for 15 weeks. 
n plate. “The ducks are having a hard 
aay ae time and we had to reduce the 
nadie kill of birds, but we also want to 
iP iaiali increase the sportsman’s privi- 
nt tee leges if we possibly can. This 
gelven- was the plan we suggested. The 
steal, Board discussed other plans but 
finally decided that the Bureau’s 
reserves ae ee was the best | Forty-nine wholesale distribu- | sets which were shown on a re- | tising and publicity, presented ad- 
cath way of dealing fairly with both one ~—_ bes recent _ volving stage against backgrounds | vertising plans for the fall and 
devices: the birds and the sportsmen. It | i W; sa en a the | smiliar to those found in a mod- | winter buying season. A. B. 
innate fixes the outside limits of the “eon oor apr —. a ern showroom. A man and | Dicus exhibited and explained 
obliga time when the birds may be ae r mip rr =< pag og woman representing Mr. and | the use of new display and mer- 
to the taken, but allows flexibility in ine of radio sets was dem-| Mrs. John Public were escorted | chandising helps. Frank Hiter, 
? onstrated and explained. O. F. : 
ing and the actual number of shooting Seeset, Stone Ween: Caso. from one set to another by a| vice-president and general sales 
tals and days so that these may be in- pm pe pale “eapleer wag sesiiiiaiiaedl salesman. H. M. Pauley, head | manager, closed the convention 
m_ shall creased or decreased each season | she meetings. of the automobile radio division, | sessions. A banquet was given at 
tributor- in accordance with the abund- Dr. C. M. Blackburn, director, described automobile radios | the Knickerbocker Hotel. 
yally the ance of ducks.” Stewart-Warner Radio Labora- | specifically and individually de-| Sessions were held in Stewart- 
Y steel The Advisory Board also | tories, explained the design and signed for many makes of cars.| Warner’s air cooled theatre built 
recommended that the baiting of | construction features of the new F. R. Cross, director of adver- | specially for the convention. 
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HARDWARE GOLF ASSN. ANNOUNCES PROGRAM 
FOR EXCELSIOR SPRINGS TOURNAMENT 


As announced in the August 


include all greens fees. For 


16 issue of Harpware ACE the | those not stopping at the Elms 
ninth annual golf tournament of | Hotel the greens fee will be $2.25 


the Hardware Golf Association 
will be held September 20 to 22 
at Excelsior Springs, Mo. R. A. 
Sundvahl, Corbin Screw Corp., 
321 W. Randolph St., Chicago, 
Ill., has sent out announcements 


of the program as well as _ par- | 
ticulars as to railroad, hotel and | 


golf costs. 

The qualifying round of 18 
holes will be held Thursday Sep- 
tember 20th, the first match play 
round of nine holes being started 
Friday morning not later than 
9.45. Each player will continue 
playing up to the finish. Satur- 
day night a banquet and the an- 
nual meeting will be held at the 
Elms Hotel. 

For those staying at the Elms 
Hotel the rate will be $7.50 per 
day, including room and _ all 
meals, with lunch at either the 
golf club or the hotel and will 


for Thursday, Friday and Satur- 
day. 

The round trip railroad ticket 
between Chicago and Excelsior 
Springs is $18.05 round trip; re- 
turn limit ten days. Special 
sleeping car service leaving Chi- 
cago on the Golden State Limited, 
Rock Lines, from La 
Salle 8.45 (CST), 
September 19 arrives at Excelsior 


Island 
Station at 


Springs the following morning at 
8.00 o’clock. Special service re- 
turning will be at 9.47 p. m. 
Saturday, September 22, arriving 
at Chicago the next morning at 
9.00 a. m. (CST). 

Hotel reservations at the Elms 
Hotel may be made through Mr. 


Sundvahl’s_ office. The same 
office will accept entries for the 
tournament. The annual mem- 


bership fee is $3.00. 





UNFAIR PRACTICES NOW 
MORE READILY HANDLED 


S. Clay Williams, chairman of 


the Business Advisory and Plan- 
ning Council for the Depart- 

' 
ment of Commerce, has made 


public a report of the council’s 
“Committee on Unfair Trade 
Practices in Production and Dis- 
tribution” in which it was stated 
that the committee had been in- 
strumental, through the coopera- 
tion of NRA, in including a pro- 
vision for the establishment of 
joint committees to agree upon 
fair trade practices in approxi- 
mately 200 codes. 

The report 
council by 


was made to the 
Lincoln Filene, 
chairman of the committee, who 
pointed out that the committee 
has drawn a_ distinction be- 
tween the two categories of un- 
fair trade practices. 

First: Those which occur in 
the affairs of competitors and 
have the effect of giving one 
manufacturer or merchant 
unfair advantages over another 
manufacturer or another mer- 
chant. 

Second: 


one 


Practices used in the 


same industry but in different 
stages of distribution; as_ be- 
tween a manufacturer and a 





operation applicable to any in- | 
dustry for the enforcement of its | 


unfair trade practice provisions 
has been drawn up and is rec- 
ommended by the committee. 
The report stresses the imme- 
diate necessity of preparing for 
self-government by business and 
expresses the opinion that this 
can be accomplished with respect 
to unfair trade practice problems 
by the universal organization on 
the part of business of joint 
committees for the determina- 
tion of unfair practices. In the 
committee’s opinion this  ar- 
rangement permits the settling 
of almost all unfair trade prac- 
tice questions with the minimum 


of aid or interference from the | 


government. 


HAMMOND SUPERVISES 
RADIO WHOLESALE CODE 


General Thomas S. Hammond, 
president, Whiting Corp., Chi- 
cago, was appointed to represent 
the Federal Administration on 
the divisional code authority for 
the radio wholesaling trade. His 


first official act was to sustain the 


a | i a €y > i the 
dealings between members of the | ruling of the Code Authority that 
| a distributor could not, under the | 


code, classify his dealers for the 


| purpose of extending preferred 


wholesaler or between a manu- 


facturer and a retailer. 
According to Mr. Filene’s re- 
port the committee, which is 
primarily concerned with the 
second of these classifications, is 
now concentrating upon the ac- 
tual organization of joint com- 
mittees for the enforcement of 
the provisions in codes forbid- 
ding unfair trade practices. A 


simple plan of organization and | 


52 





discounts or net prices. 


BARRY HEADS SALES OF 
ARROW-HART & HEGEMAN 


Grosvenor C. Barry, was recently 
named general sales manager of 
the Arrow-Hart & Hegeman 
Electric Co., Hartford, Conn. He 
has been with the company for 
the past six years as export and 
industrial sales manager, later 





being named assistant general | HARDISON REPRESENTS 


sales manager. 
From 1914 to 1918 he was asso- 


ciated with Hart Mfg. Co., which | 


he left for overseas service dur- 
ing the war. Later he engaged 
in the export and manufacturers’ 


agency business for several years. | 


In 1926 he became assistant vice- 
president of the American Brown 


Boveri Co., resigning in 1928 to | 


go with Arrow-Hart & Hegeman 
Electric Co. 


HARDWARE SALES CO. 
REPRESENTS NEWTON 
MFG. 

Newton Mfg. Co., Boston, 
Mass., manufacturers of asbestos 
and metal products, has an- 
nounced that The Hardware 
Sales Co., 16 Warren St., New 
York City, is now its sales agent 
for metropolitan New York, New 
Jersey and Philadelphia territory 
and western New York state. 


BUHL SONS CO. NAMED 
TONCAN IRON AGENTS 


Buhl Sons Co., Detroit, Mich., 
wholesale hardware distributors, 
has been named a distributor of 
Toncan iron according to an an- 
nouncement by N. J. Clarke, vice- 
president in charge of sales, Re- 
public Steel Corp., Youngstown, 
Ohio. Complete warehouse stocks 
of Toncan iron will be maintained 
by the Buhl company. 








CHAIN PRODUCTS CO. 


J. S. Hardison, Memphis, 
| Tenn., recently joined The Chain 
Products Co., Cleveland, Ohio, 
as its southern representative. 





J. S. HARDISON 


Mr. Hardison will represent the 
company in Arkansas, eastern 
Texas, Louisiana, Mississippi, 
Alabama and western Georgia. 
He was formerly in the sales de- 
partment of the Stratton-Warren 
Hardware Co., Memphis, Tenn., 
wholesale distributors. 


The William Rosenfelder Hard- 
ware Store, Geneva, IIL, has 
been completely remodeled, 
equipped with new fixtures and 
restocked. 


MARSHALLTOWN, IOWA, DEALER BROADCASTS 


TO INTRODUCE NEW 


om PIER Big Bat = 





When Abbott 


& Sons Hard- ; 


ware Co., Marshalltown, Iowa, 
recently decided to handle a 
different electric refrigeration | 


line from that previously handled, | 
it utilized a Kitchen Coach to 
announce the change, and made 
arrangements for a radio broad- 
cast from the coach over station 
KFJB. Visitors to the coach 
heard the announcer give a de- 
tailed five-minute description of 
the G. E. “kitchen on wheels” 
and its appliances. The an- 
nouncer then turned the micro- 
phone over to visitors and asked 
them to broadcast their impres- 





ELECTRIC REFRIGERATOR 


sions of the kitchen and its ap- 
pliances. 

Don Wolf, sales specialist for 
General Electric Supply Corp., 
Des Moines, Iowa, closed the 
broadcast with a short talk on 
kitchen appliances. That evening 
Jack Rohn, of the same company, 
held a sales meeting of the en- 
tire organization. 

Ed Brenner, past president of 
the Iowa Retail Hardware Asso- 
ciation, is president and general 
manager of Abbott & Sons Hard- 
ware Co., where all employees 
share in the store’s profits. 
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U. S. Food Supply Ample 
Despite Drought Damage 


“Food supplies for the country | dried fruits will be only slightly 


as a whole will be ample despite 
the worst drought damage in the 
Nation’s history,” says Nils A. 
Olsen, chief of the Bureau of 
Agricultural Economics, in sum- 
marizing a report on the effects 
of the drought up to Aug. 15. 
The shortage of feed, forage and 
pasture, necessitating heavy re- 
duction of livestock numbers and 
reduced rations for the remain- 
ing animals, is the most serious 
aspect of the situation, he said. 

“Stocks of bread grains and 
of several other food products 





are large,” he said. “Production | 


of most canning crops will be 
about normal, fruits and 
tables fairly abundant outside the 


vege- 


drought area, and the supply of | 


meat, dairy and poultry products | 


adequate for the remainder of 
this crop year. But local sup- 
plies of certain food crops will 
be decidedly short in many areas, 
requiring more than usual ship- 
ments from other localities.” 
Reduced production of pork 
and smaller storage stocks of all 
meats are likely to be about off- 
set by increased supplies of beef, 


less than normal, says the bu- 
reau. 

Combined production of all 
important commercial vegetables 
will be 14 per cent larger than 
in 1933 and only one per cent 


less than the average of recent | 


stated. Increased 
than offset 
The potato crop 


years, it is 
acreages more 
creased yields. 


de- 


is forecast at 2 per cent larger | 


than last year, and only 10 per 


cent smaller than the 1927-31 
average. The bulk of the com- 


mercial vegetables for fresh mar- 


ket shipments is grown outside | 


this year’s drought area. 

The 1934 pack of canned vege- 
tables plus carryover stocks is 
expected to be about 15 per cent 
more than in 1933 and only 7 


| per cent less than the recent five- 


veal and mutton the remainder | 


of this year, according to the 
bureau’s report. A marked in- 
crease in slaughter of cattle and 
calves and increased slaughter of 
sheep and lambs compared with 
a year ago are expected. Live- 
stock slaughter, during the next 
twelve months, plus stocks of 
meats and lard, is now 
mated to be about 88 per cent 
of the five-year average. Lard 
stocks on Aug. 1 were 34 per cent 


esti- | 


above the five-year average. To- | 


tal meat supplies for the first 
half of 
pected to be very much smaller 
than in recent years. 

Daily milk production is run- 
ning 3 to 4 per cent less than at 
this time last year, and contin- 
ued reduction until next spring 
is expected to reduce the output 
of butter and 
prices of these products go up 
relatively more than prices of 


cheese 


whole milk. Combined stocks of | 


all dairy products are about 85 
per cent of the average of recent 
years. 

Stocks of poultry meats are re- 
ported as 14 per cent above av- 
erage, but shortages of feed 
crops and attendant higher feed 
prices are expected to curtail 
production of chickens and eggs 
considerably during the next 
twelve months. Combined pro- 
duction of fruit crops is expected 
to be somewhat less than aver- 
age production in recent years, 
but no serious shortage is in 
prospect. Supplies of canned and 
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ord. 
1935, however, are ex- | 


unless | 


year average when there 
surplus supplies, says the bu- 
reau. 

Only about 65 per cent of the 
usual quantity of grain, includ- 
ing corn, oats, barley, and grain 
sorghums, will be available for 
livestock feed this year, and only 


| about 68 per cent of the usual 


quantity of hay. A considerable 
amount of the 1934 production 


of hay has already been con- 


sumed. Drastic adjustment in 
the number of livestock will have 
to be made before fall and win- 
ter feeding begins, it is stated. 
It is probable that slaughter of 
cattle, calves and sheep, includ- 
that of the animals bought 
emergency slaughter, during 
six months, July to Decem- 


ing 
for 
the 
ber, 
any other similar period on rec- 
The unusual scarcity of 


hay, forage crops, and _ feed 


were | 


will greatly exceed that of | 


grains will necessitate more ex- | 


tensive adjustments in livestock 


management, covering a wide 
area. These additional adjust- 


ments will be the same as those 
usually made in areas affected 
by drought but they will be car- 


ried much farther than usual. 


| They will comprise primarily a | 


| 


reduction in numbers of 
stock, less intensive feeding of 
the animals retained, closer uti- 
lization of all feed supplies, un- 


| usual efforts to increase produc- 
| tion of forage and pasture crops 
| wherever the weather will per- 


| 
| 


mit, and decreases in exports 
and increases in imports of feed- 
stuffs. 

NEW COMPANY TO MAKE 
PLUMBERS’ RUBBER 
GOODS 
Franklin Rubber Corp., Doyles- 
town, Pa., has been organized 
for the manufacture of rubber 


live- | 


The 


on 


will spe- 
rubber 


goods. 
cialize 


company 
plumbers’ 


goods, including tank balls, force | 


cups, etc. 


eral manager of the 


J. A. MacEwan, gen- | 
company, | 


started his career with the Hodg- | 


man Rubber Co. thirty-four years 


ago. 








BENTON C. WOOD 


Benton C. Wood, with 
quarters in Mobile, Ala., 
joined John K. Wilson 
Baltimore, Md., manufacturers’ 
representatives, to represent the 
company in Mississippi, Louisi- 
ana, Texas, Oklahoma, Arkansas, 


head- 
who 





Ca, | 


Memphis, Tenn., and Mobile as | 


announced in the July 5 
of Harpware AGE. 


F. C. DOEPKE ELECTED 
WROUGHT WASHER PRES. 

Fred C. Doepke, for several 
years secretary of the Wrought 


Washer Mfg. Co., Milwaukee. 
Wis., manufacturers of washers 





FRED C. DOEPKE 


and stampings, was elected presi- 
dent of the company at the re- 
cent annual meeting of the 
board of directors. Charles H. 
Disch was elected vice-president 
and William F. Disch was named 
secretary and treasurer. 

The officers named above were 
elected directors as were William 
G. Hanson and J. Fred Smith. 


issue | 








| of production. 
to direct production along with 


R. N. HANSON NOW PRES. 
AMERICAN GAS MACHINE 


Russell N. Hanson 
cently elected president of the 
American Gas Machine Co., Inc., 
Albert Lea, to succeed his father, 
the late H. C. Hanson. Following 
graduation from college he en- 
tered the business and worked 
in various departments. For the 
past three years Mr. Hanson 
served as vice-president in charge 
He will continue 


was re- 


the new duties which he has 


assumed. 





RUSSELL N. HANSON 


E. A. Evans is now vice-presi- 
dent and treasurer of the com- 
pany, having previously served 
Ferd Larson, is sec- 
and Walter 
of the com- 


as treasurer, 
ond vice-president 
Olsen is 
pany. 

The executive officers and board 
of directors remain the same 
except that one new member has 
been added to the board to take 
Mr. Hanson’s place. 


secretary 


DAY MANAGES SALES OF 
CHICAGO EXPANSION 
BOLT 


George W. Day was recently 
appointed -sales manager of the 
Chicago Expansion Bolt Co., Chi- 
cago, having previosly been with 
The Paine Co., Chicago. Prior 
to his affiliation with the Paine 
company he was with the Chi- 
cago office of the American 
Blower Co. 


The Ririe Hardware Co., 
Ririe, Idaho, has been sold by 
C. A. Joslin to William Reed. 


The stocks of the Durnbaugh 
Hardware and the Wabash 
Hardware, Wabash, Ind., have 
been purchased by Durnbaugh 
and Sharpe, who have consoli- 
dated the stocks and opened a 
new store at that place. 

















Code Regulations on Labeling 


‘For Solid Braided Cord Industry | 


Rules for labeling of Solid 
Braided Cord are contained in 
recent rulings of the Solid 
Braided Cord Manufacturers’ As- 
sociation, administrative agency 
for the Solid Braided Cord Code 
Authority. 

Under the terms of Regulation 
No. 2, promulgated by the asso- 
ciation on May 28 and effective 
last month, all solid braided cord 
other than sash cord, put up in 
hanks, shall be labeled with la- 
bels showing actual size number, 
number of feet per hank, and 
weight per dozen hanks, except 
that labels required on all cord 
other than sash shall not be ap- 
plicable to solid braided cord in 
stock which might be shipped 
without such labels up to July 1. 

On June 29 the administrative 
agency promulgated Regulation 
No. 3, also effective July 1, 
viding: 

All solid braided cord sold in 
hanks shall be labeled on each 
hank — either cord” or 
“clothes line.” If any member 
of the industry desires to label 
cord for some other use, he may 
do so on application to an ap- 
proval of the Code Authority. 

This ruling permit 
members of the industry to label 
solid braided cord for a particu- 
lar use which cord does not com- 
ply with the standard size num- 
ber and weight per 1200 ft., 


sash 


does not 


pro- 


where such has been established | 
by the Code Authority. All solid | 


braided cord shipped after July 1 
shall be labeled in accordance 
with Regulation 3, including the 
label provided by Regulation 2. 

Regulation No. 3 was issued on 


July 11. 1934, and was as fol- 
lows: 
“In pursuance with the pro- 


visions of Regulation No. 3 of 
the Solid Braided Cord Code Au- 
thority, application having been 
made and approved by the Code 
Authority: 

1. Solid Braided Cord may be 
labeled “Log Line.” 

2. The standard weights per 
1200 ft. of “Log Line” shall be 
as follows: 


Vumber Pounds 
6 18 
7 22 
8 27 
9 33 
10 44 
12 60 


Under date of July 16, a fur- 
ther statement regarding Regula- 
tion No. 2 was issued as follows: 
upon application by a member 
of the industry and upon ap- 
proval by the Code Authority, in 
lieu of the provision of Regula- 





showing “weight per dozen 
hanks,” such member may label 
each hank of solid braided cord 
as follows: “Average weight per 
1200 ft.” 

The Cord Age 








WALTER H. DONLEVY 


Walter H. Donlevy, 77, The 
Carter, Donlevy Co., Philadel- 
phia, died Aug. 22 at Jefferson | 
Hospital, Philadelphia, following | 
a_ week’s illness. For many | 
years he has been prominent at | 








WALTER H. DONLEVY 


major conventions of the whole- 
sale hardware and sheet metal 
distributing associations. From | 
1914 to 1926, Mr. Donlevy was | 
Metal Branch chairman and | 
vice-president of the National 
Wholesale Hardware Association. 


| From 1926 to 1928 he served as 





tion No. 2, which provides that | 


hank shall be _ labeled, 


each 
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president of the N.W.H.A., since 
which time he has been a mem- 
ber of the advisory board. 

Mr. Donlevy entered the em- 
ploy of W. F. Potts, Son & Co. 
in 1880. With Warren Carter he 
formed the firm of Carter, Don- 


| levy & Co., wholesale distributors | 
| of sheet 
| January, 
| chairman of the board of direc- 
tors of The Carter, Donlevy Co., 


1900. In|} 
was elected 


metals, in 
1930, he 


which was created by a merger 
of Carter, Donlevy & Co., Gum- 
mey, McFarland & Co. and Riter 
Bros. & Co., Inc. 

In recent years, Mr. Donlevy 
has been inactive in business 
and has been spending consid- 
erable time at his Florida home. 
He leaves a host of warm friends 
in the industry who will mourn 
his passing for he enjoyed an 
enviable position in their affec- 
tion and respect. 


HUBERT DAY 


Hubert Day, 89, Elyria, Ohio, 
hardware dealer since 1895, died 





| recently. 


| associated 





| BUFFAM ELECTED PRES. | CLEVELAND TWIST DRILL 


| OF DUNBAR-GIBSON, INC. 

6 
elected president of Dunbar- 
New York City. 
He was previously vice-president 


the 


Gibson, Inc., 


and general manager of 


company. 


Mr. Day, who would 
have been 90 years old had he 
lived a few hours longer, retired 
from Hubert Day & Sons, four 
weeks before his death, illness 
forcing his retirement. He ac- 
quired the hardware store of 
A. G. Carpenter in 1895 and had 
with him his two 
sons, George M. and Hubert K. 

Mr. Day was Elyria’s oldest 
merchant. 


JAMES A. HYLAND 

James A. Hyland, 65, of Hy- 
land & Co., Chateaugay, N. Y., 
hardware dealers, died recently 
after an illness of three years. 
He was active in civic and frater- 
nal affairs and was for six years 
mayor of Chateaugay. Mr. Hyland 
is survived by Mrs. Hyland, two 
sons and a daughter, one son 
Gerald being a member of the 
firm of Hyland & Co. 


SHERMAN COFFIN 
Sherman Coffin, 74, 


Idaho, who formerly engaged in 
the hardware business in Ot- 


Boise. 


Buffam was recently | 


OBITUARY 


TRANSFERS BERGQUIST 


Harold E. Bergquist, for the 
past 14 years connected with the 
Chicago sales organization of the 
Cleveland Twist Drill Co., Cleve- 
land, Ohio, has been transferred 
to the New England territory, 
with headquarters in Boston. 








| 25 years, died recently at a Cleve- 
land, Ohio, hospital, following a 
long illness. 


WILLIAM NESBITT 


William Nesbitt, 77, for fifty 
years a hardware dealer in S. 
Wheeling, W. Va., died recently. 
Mr. Nesbitt had been in poor 
health for several years. He was 
a member of the city council in 
S. Wheeling for several terms. 


LEON SCHIFF 


Leon Schiff, 73, for many years 
active in the wholesale hardware 
trade in Cincinnati, Ohio, died 
recently. 





tumwa, Iowa, and later in Cald- | 


well and Boise, died recently. 


J. W. BROWN 
J. W. Brown, 59, Andrews, 
N. C., hardware dealer, died re- 
cently at his home in that town. 





MRS. RAY H. HARE 


Mrs. Ray H. Hare, wife of 
Ray H. Hare, Hare-Bailey & 


North, Nashville, Tenn., manu- 
facturers’ representatives. died 


| July 29 at her home in that city. 


Mrs. Hare had been ill for more 
than a year. Mr. Hare and a 
daughter Aileen survive. 


FRANK DUDLEY HEATH 


Frank Dudley Heath, district 
sales manager at Detroit, Mich., 
for the Jones & Laughlin Steel 
Corp., died Aug. 11 at the age 
of 54. He started with the 
company in its Boston office and 
went to Detroit as district man- 
ager in 1915. 


WILLIAM R. ROBERTS 


William R. Roberts, 51, Sharon, 
Pa., member of the firm of Rob- 


JAMES BIGGS 
James Biggs, president, Biggs 
& Co., Wichita Falls, Tex., 
wholesale machinery and_hard- 
ware dealers, died recently. 


Vv. C. VAN GIESON 
Vincent C. Van Gieson, 70, of 
Van Gieson & Artman, Mount 


Hope, Kan., hardware and imple- 
ment firm, died recently. 


CHARLES J. FRIBLEY 


Charles J. Fribley, Miami, 
Okla., a member of the firm of 
Millner & Fribley, died recently 
after an illness of several years. 
Mr. Fribley was active in civic 
affairs. 


JOHN McCARLEY 
John McCarley, 61, formerly 
a hardware dealer at Hopkins- 
ville, Ky., and more recently a 
salesman for the Kentucky Par- 
fay Co., Louisville, Ky., died 
recently at a hospital from in- 


| juries received in an automobile 


erts Hardware Co. for more than | 





accident. 


CHRIS FLYGARE 


Chris Flygare, 68, for many 
years a member of the firm of 
Watson-Flygare Hardware Co., 
Ogden, Utah, died recently. 


Cc. L. CROSIER 
Charles L. Crosier, 68, Gor- 
ham, N. Y., hardware dealer for 
forty-five years, died August - 13 
following a long illness. Mr. Cro- 
sier retired from business in 1931 
because of poor health. 


HARDWARE AGE 
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A COMBINATION THAT WINS CUSTOMERS 


.. then hots them! 


Tuere’s nothing like attractive selling price to win 
customers; there’s nothing like value to hold them. 

Beth-Cu-Loy Sheets have both these advantages. 
The advantage of their low cost speaks for itself. 
Their extra value is the result of their composition of 
rust-resisting, copper-bearing steel. This is the mate- 
rial that was shown to rank first in rust-resistance in a 
series of extensive tests made by the American Society 
for Testing Materials. 

These were something more than run-of-the-mill 
laboratory tests. Sheets of all the commercial grades 
and types of steel and iron were placed side by side 
on racks, out in the open, and exposed to the weather— 
just as in actual use. The months and years passed, 
and at regular intervals the sheets under test were 


examined, and records kept of their condition. When 
the tests were finally concluded rust had completely 
destroyed some of the sheets, others were badly 
rusted. But the sheets of copper-bearing steel were 
still sound. Copper-bearing steel, in spite of its low 
cost, showed definite, clean-cut superiority in rust- 
resistance. 

There’s a real opportunity for hardware dealers in 
this combination of low cost and high value which 
Beth-Cu-Loy Sheets offer. Beth-Cu-Loy comes in Cor- 
rugated and V-crimped sheets for roofing or siding, 
in Roll Roofing, in flat galvanized sheets, and in black- 
and blue-annealed sheets. 

Beth-Cu-Loy Sheets are handled by distributors in 


major purchasing centers. 


Blelhl-GUsLOY SHEETS 
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BETHLEHEM STEEL COMPANY, General Offices: BETHLEHEM, PA. 

District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleve- 

land, Dallas, Detroit, Heuston, Indianapolis, Milwaukee, New York, Philadelphia, Pittsburgh, 

St. Louis, St. Paul, Washington, Wilkes-Barre, York. Pacific Coast Distributor: Pacific Coast 

Steel Corporation, San Francisco, Seattle, Los Angeles, Portland, Honolulu. Export Distributor: 
Bethlehem Steel Export Corporation, New York. 
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UNIONS, NRA, TOPICS OF 
BROOKLYN MEETING 


The retail clerk’s union, Home 


| Goeller Gives Shooting Exhibitions 
Before Large Crowds in Six States 


Owners Loan Corp., NRA, sales | 


and 
associaiion activities were among 
the many topics discussed at the 
August 9 meeting of the Brook- 


taxes, business conditions 


lyn Hardware Association held 
in the Johnson Bldg., Brook- 


lyn, N. Y., with President H. A. 
Cornell presiding. Morris Wein- 
stock, Weinstock Bros., New 
York City, told of experiences 
with pickets and representatives 
of the retail clerks’ union. R. J. 
Atkinson conducted a question 
box session and Gus. Flamman, 
of the association’s counsel, dis- 
cussed the mortgage situation 
and other points of interest to 
dealers. 

Charles J. Heale, editor, Harp- 
WARE AGE, spoke on the recovery 
program and business conditions 
reporting that New York City 
and the areas affected by the 
drought were behind the rest of 
the country in recovery. Recov- 
ery would be blocked, Mr. Heale 
held, as long as trade associa- 
tions tried to get around codes 
and as long as groups attempt to 
get into codes provisions which 
are impossible to enforce. He 
pointed out that while unions 
had improved working conditions 
in many fields they had in many 
instances been arrogant of 
late, particularly in the recent 
difficulties in San Francisco. 

There were more than thirty 
present, the majority of the dela- 
ers reporting that business so far 
this year is ahead of the same 
period of 1933. Attention was 
called to the Dutch Treat outing 
to be held 12 
Jones Beach, supper 


Wantagh, L. I. 


too 


September 
with 


at 
at 


HARDEN MANAGES SALES 
FOR U. S. RUBBER DIV. 


Ralph C. Harden, who has 
been idenified for the past 15 
years with the Johns-Manville 
Sales Corp., New York City, re- 
cently, as western regional vice- 
president of sales, has been ap- 


pointed manager of packing 
sales of the mechanical goods 
division of the United States 


Rubber Co., New York City. 





CORRECTION 
In the August 2, 1934, 
issue of Harpware AGE, 
on page 34, it is incor- 
rectly stated that the 
Franzen Hardware Co., 


Riverside, Cal., rents floor 
sanding machines at 75 
cents per day. This should 
read 75 cents per hour. 
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H. W. Goeller, Knoxville, 


| 
| Tenn., representative of Peters 





| large group of members of the 
| 


} 
| 


Cartridge Co., Kings Mills, Ohio, 
is shown here with two Indian 


head outlines he made on pieces 
of tin using two 22 auto-loading 
rifles. During the past five years 
he has given exhibitions of shoot- 
ing with rifles, pistols and shot- 
guns before large crowds in six 


different states. The display 
cards illustrated advertised an | 
exhibition he gave before 1500 


people in Kingsport, Tenn., and | 
the crowd shown in the long pic- | 
ture is part of a group of 800 who | 





H. W. Goeller shoots these In- 
dian head outlines, without using 
trace marks, in front of enthusi- 
astic groups of spectators. These 
unique posters advertised one of 
his exhibitions. 


witnessed an exhibition in John- 
son City, Tenn. 

Mr. Goeller makes the Indian 
head pictures in four minutes 
with about 165 shots. His exhibi- 
tions usually include about fifty 
tricks with pistols, rifies and shot- 
guns comprising hip shooting 
and aerial shooting as well as 
rapid fire work with rifles. About 
700 are fired during an 
hour’s exhibition. 


shots 














WICKWIRE BROTHERS | 
HOSTS TO RETAILERS | 


Wickwire Brothers, Cortland, | 
N. Y., manufacturers of wire 
cloth and netting and wire nails 
and wire, recently entertained a 


New York State 
ware Association at the 
pany’s plant. An inspection tour 
of the plant was arranged for the | 
visiting hardware men who saw 


Retail Hard- 


com- 


the process of wire and_ nail 
manufacturing. 
Following the inspection a 


buffet Inncheon was served in the 
corridor of the main office build- 


ing. 


PETERSON ADDRESSES 
LOUISVILLE DEALERS 


Retail merchants must bear the 
burden of wages and hours under | 
the national retail code so long 
as it exists in order to share the 
benefits of fair trade practices, 
Rivers Peterson, chairman, Na- | 
tional Retail Code Authority and | 
editor, Hardware Retailer, told | 
two hundred merchants at a re- | 


| haps, no 


cent meeting held at the Brown 
Hotel, Louisville, Ky. Mr. Peter- 


son declared that although per- | 


better off financially 
than before the code went into 
effect, the average merchant and 


| small business man are more se- 
cure and have a brighter outlook. 


FORGED TOOL MAKERS 
NAME CODE AUTHORITY 


John A. Moore, Warwood Tool 
Co.; A. C. Laessig, Woodings- 
Verona Tool Works; Paul W. 
Frum, Warren Tool Corp., War- 
ren, Ohio, and G. H. Story, Stan- 
ley Rule & Level Plant, New Brit- 
ain, Conn., have been approved 
by NRA as members of the code 
authority for the forged tool 
manufacturing industry. 


E. C. Fie & Son, George, Iowa, 
have installed a new store front. 


Arends Hardware Co., Apling- 


ton, Iowa, has rearranged its 
stock and fixtures and has re- 
decorated the interior of the 
store. 


| THOMAS ELECTED 
| HURLEY VICE-PRESIDENT 


Evan O. Thomas, for the past 
| year general sales manager of 
the Hurley Machine Co., man- 
ufacturer of Thor washers and 





EVAN 0. THOMAS 


ironers, has been elected to the 
additional post of vice-president. 


| Before coming to Chicago 
two years ago to become as- 
| sistant to E. N. Hurley, Jr., 


president of the company, Mr. 
Thomas had for nearly seven 
years been the Thor distributor 
for California, Arizona and 


Nevada. 
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Delta Quality Tools 


SCHOOL - FACTORY 


Dm f.. HOME WORKSHOP 
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“DELTA” 


Quality Motor-Driven Tools 


.. a PROVEN Profitable Line! 


Millions of dollars worth of Delta Motor-Driven 
woodworking equipment have been sold by hundreds 
of hardware merchants in this country. The Delta 
line is not an experiment. It is a proven profitable 
success! Each year—right through the depression— 
Delta sales have grown steadily. Here are a few of 


the reasons: 


1. Well designed tools, built carefully according 
to high standards of workmanship—with no 
skimping in quality—at prices that all pur- 
chasers recognize as being unusually moderate. 


Constant pioneering in new tools and improve- 
ments so that “Delta” has become synonymous 
with the latest developments in woodworking 
equipment. 


3. A continuous 12-month powerful advertising 
campaign in the magazines that reach millions 
of prospective users of woodworking tools. 
Delta tools are the most widely and cansistently 
advertised motor-driven tools on the market 
today. 


4. A sound program of dealers co-operation that 
provides Delta merchants with a wide variety 
of sales helps that really produce sales. 


5. Good profits, big volume — and quick turn 
over. 


You can verify all these statements—or more—by 
talking to the nearest Delta dealer in your territory. 
Some Delta franchises are still open. Write us and 
we will be glad to give you full details. 


DELTA Manufacturing Company 


3775 N. Holton Street, Milwaukee, Wisconsin 








AUGUST 30, 1934 57 

















Modernization Loans Being Placed 


—State Liaison Officers Announced 


ODERNIZATION credits to 
M rrovers owners for hous- 

ing improvements are being 
made now in many communities 
throughout the country, according to 
reports to the Federal Housing Ad- 
ministration. 

Based on preliminary reports, it 
was the expectation of Housing Ad- 
ministration officers that, by the end 
of the week, credit facilities under 
the plan announced would be avail- 
able in practically every commun- 
ity. Although the details of the plan 
have not yet reached some outlying 
sections, information was available 
that banks, finance companies, and 
building and loan associations with 
resources of $4,897,849,000 already 
were prepared to extend credit in 
towns and cities with a population of 
39,980,568. 

It was announced that the names 
of all institutions which have signi- 
fied their intention to participate in 
the plan and have been approved 
by 5.00 P. M. August 15, would be 
announced at that time. Thereafter, 
the names of participating institu- 
tions, it was stated, would be an- 
nounced daily by the Federal Hous- 
ing Administration, and the list 
forwarded to regional and_ state 
directors throughout the country. 


National Housing Act—Liaison of- 
ficers are as follows: 


ALABAMA — J. Warren Andrews, 
Trust Officer, First National Bank, 
Montgomery. 


ARIZON A—C. H. Tinker, Vice-Presi- 
dent, The Valley Bank & Trust 
Co., Phoenix. 


ARK ANSAS—Emmet Morris, Presi- 
dent, W. B. Worthen Co., Bank- 
ers, Little Rock. 


CALIFORNIA — Lane D. Webber, 
Vice-President, First National 
Trust and Savings Bank, San 
Diego. 

COLORADO — Edward C. Hanley. 
Asst. Cashier, Colorado National 
Bank, Denver. 

CONNECTICUT—Robert D. Goddard, 
Vice-President, The Bridgeport- 
City Trust Co., Bridgeport. 

DELAWARE—Thomas J. Mowbray, 
Vice-President, Security Trust 
Company, Wilmington. 
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FLORIDA—J. N. Greening, President, 
Florida National Bank, Lakeland. 


GEORGIA—Haynes MacFadden, Sec- 
retary, Georgia Bankers Associa- 
tion, Atlanta. 


IDAHO—G. B. Willsey, Cashier, 
American National Bank, Idaho 
Falls. 


ILLINOIS—H. E. Otte, President, Mo- 
line National Bank, Moline. 


INDIANA—Don B. Smith, Cashier, 
First National Bank, Mishawaka. 


IOWA—Frank Warner, Secretary, 
Iowa Bankers Association, Des 
Moines. 


KANSAS—Maurice L. Breidenthal, 
President, Security National Bank, 
Kansas City. 


KENTUCKY—Ira J. Porter, Treas- 
urer, The Louisville Trust Co., 
Louisville. 


LOUISIANA—Fred Ellsworth, Vice- 
President, Hibernia National 
Bank of New Orleans. 


MAINE—G. Harrison Kennard, Sec- 
retary, Maine Bankers Associa- 
tion, Rumford. 


MARYLAND—T. H. Fitchett, Vice- 
President, Equitable Trust Co. of 
Baltimore. 


MASSACHUSETTS—Matthew Cush- 
ing, Executive Secretary, Mass. 
Bankers Assn., 80 Federal Street, 
Boston. 


MICHIGAN—B. R. Laraway, Vice- 
President, Jackson City Bank & 
Trust Co., Jackson.’ 


MINNESOTA—Frank P. _ Powers, 
President, Kanabec State Bank, 
Mora. 


MISSISSIPPI—R. C. King, Green- 
wood. 


MISSOURI —G. E. Porter, Vice- 
President, First Trust Company 
of St. Joseph. 


MONTANA—A. T. Hibbard, Presi- 
dent, Union Bank and Trust Co., 
Helena. 


NEBRASK A—Edwin N. Van Horne, 
President, Continental National 
Bank, Lincoln. 


NEVADA—W. H. Wennhold, Presi- 
dent, Nevada Bankers Associa- 
tion, Farmers Bank of Carson 
Valley, Inc., Minden. 


NEW HAMPSHIRE—Orville E. Cain, 
President, Cheshire County Sav- 
ings Bank, Keene. 


NEW JERSEY—Howard Biddulph, 
Vice-President, Howard Savings 
Institution of Newark. 


NEW MEXICO—Floyd Childress, 
President, New Mexico Bankers 
Association, Sante Fe. 


NEW YORK—W. K. Payne, South- 
port, Conn. 


NORTH CAROLIN A—S. S. Lawrence, 
Vice-President, Branch Banking 
& Trust Co., Wilson. 


NORTH DAKOTA—C. C. Wattam, 
Secretary, North Dakota Bankers 
Association, Fargo. 


OHIO—Mr. James O. Devitt, Society 
for Savings, Cleveland. 


OKLAHOMA—A. J. Peters, Vice- 
President, First National Bank 
and Trust Co., Oklahoma City. 


OREGON—H. L. Temple, Vice-Presi- 
dent, Oregon Mutual Savings 
Bank, Portland. 


PENNSYLVANIA — Harper W. 
Spong, Vice-President, Dauphin 
Deposit Trust Co., Harrisburg. 


RHODE ISLAND — Raymond H. 
Trott, Vice-President, Rhode Is- 
land Hospital Trust Co., Provi- 
dence. 


SOUTH CAROLINA — Thomas J. 
Robertson, President, Scuth Caro- 
lina Bankers Assn., Columbia. 


SOUTH DAKOTA—J. C. Vandagrift, 
President, Union Savings Bank, 
Sioux Falls. 


TENNESSEE—E. E. Murray, Vice- 
President, Nashville Trust Co., 


Nashville. 


TEXAS—A. D. Simpson, Vice-Presi- 
dent, National Bank of Commerce, 
Houston. 


UTAH—H. E. Hemingway, President, 
Commercial Security Bank of 
Ogden. 

VERMONT—Luther R. Graves, 2nd 
President, First National Bank, 
Bennington. 


VIRGINIA—T. C. Boushall, President, 
Morris Plan Bank of Virginia, 
Richmond. 


WEST VIRGINIA—Homer Gebhardt, 
Secretary, West Virginia Bankers 
Association, First Huntington Na- 
tional Bank, Huntington. 

WISCONSIN—A. R. Amundson, Presi- 
dent, Bank of Cambridge, Cam- 
bridge. 


WYOMING—R. C. Cather, Vice- 
President, Casper National Bank, 
Casper. 


DIST. OF COLUMBIA—Francis G. 
Addison, Jr., President, Security 
Savings & Commercial Bank, 
Washington. 
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To the experienced architect or builder no sash cord is 
too good. One replacement job makes cheap cord cost 
more than Samson Spot Cord. More than forty years of 
adherence to one quality standard—one grade—one name 
and trade-mark has established Samson Spot Cord as the out- 
standing dependable value. For permanent buildings Samson 
Spot Cord is almost always definitely specified. By carrying it 
in stock you will get profitable business. 


Where a moderate priced window cord is suitable, and for an 
especially good clothes line, we offer Phoenix—a real sash cord 
and good value. Phoenix is made all yarn construction, firmly 
braided, smoothly finished and has a minimum of stretch. 
Phoenix may be stocked for both sash’ cord and clothes line use. 
It costs a little less than Spot Cord but is dependable quality 
at a modest price. 


We make cotton twine and all kinds of braided 
cord for various uses. Write for catalogue. 


SAMSON CORDAGE WORKS 


Boston, Massachusetts, U. 8. A. 
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A Stone for every 


HOME WORK SHOP 
PURPOSE 





NORTON 
PIKE Oilstones— 


and Sharpening Specialties 
INDIA have been standard for 
every form of industrial 

Lily White 
WASHITA 
Hard satisfaction and service to 
ARKANSAS 
Multi- Oilstones 





oilstoning for over a cen- 
tury. They give the same 


the individual user of good 
tools in his Home Work- 
shop. These Home Crafts- 
men all want the best. Be 
sure they get NORTON 


Power Oilstones 


Grinding Wheels 





Hand Tool PIKE. 
Grinders 
NORTON _— 
Remember as for Oilstones 





THROUGH LEADING JOBBERS 


BEHR-MANNING 


Troy, N. Y. and Branches 


Quality Abrasives Since 1872 
SALES REPRESENTATIVES IN U.S.A. FOR NORTON PIKE 























HOW'S the 


HARDWARE Business 








ADVANCES BECOMING EFFECTIVE 


Corn Hooks Serew Drivers 
Grass Shears Hay Knives 
Braces Bicycle Tires 


DECLINES BECOMING EFFECTIVE 
Prepared Roofing Ad- Express Rates 
vances Withdrawn Oak Taps 
Special Sheathing Papers Radio Tubes 
Copper Kettles 


UP AND DOWN PRICE CHANGES 
Linseed Oil Turpentine 
(See report below for full particulars.) 


Retail hardware activity during 
August has held rather steady, with ups 
and downs reported largely due to vary- 
ing weather experiences. Cooler days, 
with heavy rainfall relieving many 
drouth-burdened localities, brought out 
the shoppers, and stimulated some fall 
buying. All parts of the country report 
increased tourist travel, and summer 
resort areas have been better patronized 
than for two or three seasons past. The 
Minneapolis district, in a good recovery, 
estimates retail trade up from 10 to 12 
per cent. Hog prices have hit the high- 
est mark in three years, and other farm 
prices followed suit. Farmers general- 
ly are hopeful for next year, since nearly 
all farm produce surpluses have been 
materially reduced and the outlook is 
good for continued high values. 

7 & * 

Pronounced caution governs 
wholesale hardware buying, and manu- 
facturing reflects the reduced rate of 
business. Wholesale stocks are still 
undergoing liquidation, and it is gen- 
erally felt that the progress made in re- 
ducing inventories must soon make itself 
evident in new ordering. Everyone seems 
to expect a considerable measure of fall 
improvement. Manufacturers, too busy 
for months in fostering their code 
affairs, are taking more interest in the 
welfare of their customers, and are 
scouting for business. It cannot be said 
that prices are weakening badly in 
hardware,—trather there is a little firmer 
tendency than during the early sum- 
mer. 
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Household Mop Sticks 


Among several lines mentioned 
as looming large in current selling are 
cold pack canners, canning supplies, 
pressure cookers and kitchen furnish- 
ings in general. Enamel ware is said 
to be experiencing a “come-back” in- 
crease with relation to other kinds of 
utensils. Manual training supplies are 
in good call,—these courses spreading 
in popularity now into the smaller town 
schools. Popular-value carpenter and 
mechanics’ tools, for home repair work, 
are doing well, and a number of job- 
bers report recent gains in demand for 
cutlery. Paint lines have kept up a 
good summer volume, with their outlook 
enhanced by the certain needs of the 
national rehabilitation program. 


* * * 


The vogue for bicycles shows lit- 
tle, if any, diminution, and is apparent- 
ly stimulating clothing sales, as well as 
creating a demand for bicycle equip- 
ment that has nearly swamped some 
suppliers. Prices on bicycle sundries 
have been going up, as old stocks of 
material have been used up. Bicycle 
tires have been raised about 10 per 
cent. A similar increase was effective 
August 9 on bicycle, velocipede and 
motorcycle spokes and nipples. 

¥* * * 


Sales of radio receivers are very 
active, with the trend largely to this 
season’s highly efficient console sets. 
Observant dealers expect a large gift 
demand, preceding Christmas, for the 
compact four and five tube receivers, 


but at the moment the call is for seven 
and ten tube performance. 
* * * 

The latest move on prepared roof- 
ing has been a withdrawal of the tenta- 
tive advance put out late in July by some 
manufacturers on heavy and medium 
mineral surfaced rolls. It seems that 
the advance was not promptly followed 
by all makers, and has therefore been 
abandoned. The previous and highest 
prices reported placed the retailers’ 
L.C.L. basis on 87 Ib. slate surfaced at 
$2.05 per square and on 75 |b. at $1.99 
per square. These have been brought 
back to the former schedules of $1.87 
and $1.81 per square respectively. 


* * * 


The Ruberoid Company an- 
nounces, effective August 8, a reduction 
in price on their special sheathing 
papers, including Safe-N-Dry, at an 
L.C.L. price to dealers of $3.25 per 500 
square feet roll, formerly $3.76, f.o.b. 
Chicago and Joliet, Seven-Ply building 
paper, 500 square feet, reduced from 
$3.35 to $2.95 per roll, and Diamond 
Cord, reduced from $2.30 to $2.05 per 


roll. 
* * * 


A survey of the paint and wall- 
paper trade, which has recently been 
completed by Dun & Bradstreet, Inc., 
states that the sharp recovery which was 
recorded for the industry in 1933 was 
carried over into the first half of 1934, 
enabling the leading manufacturers to 
show a substantial increase in their 
earnings. While the rate of activity has 
been lowered slightly since July, in 
keeping with the curtailment of sched- 
ules by some large industrial outlets, 
current volume still is higher than in 
1933, nearly double that of 1932, and 
approximates closely the level of 1931. 
Distributors and retailers alike had the 
best spring trade in three years. With 
the stabilized paint prices now prevail- 
ing, a strong upward movement in de- 
mand in expected to start early in Sep- 
tember, provided the home moderniza- 
tion plans sponsored by the Government 
shall function as now indicated. Retail 
stocks in many instances are not com- 
plete, although inventories generally are 
larger than at this time a year ago. 
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LEPASE'S 


LEPASE'S CASEIN GLUE 
LEPAGE’S LIQUID SOLDER 
LEPASE'S GRIPSPREADER MUCILAGE 
LEPASES COLD WATER WALL SIZE 
LEPAGE'S WATERPROOF CEMENT 
LEPASE'S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 








DEALERS ATTENTION! 
‘PWOOD WIZARD.“ 


U. S. REG. TRADE NAME 


| JIG SAWS, BAND SAWS, SAW TABLES, LATHES, JOINTERS, SHAPERS, SANDERS, - GRINDERS, 
POLISHERS, ELECTRIC MOTORS AND GRINDERS, PULLEYS & ACCESSORIES 


| NATIONAL DISTRIBUTION THROUGH OUR AUTHORIZED JOBBERS 











WRITE THEM ASK THEIR SALESMAN 

| ARIZONA HDWE, SUPPLY CO......... Phoenix, Arizona F. P. MAY HARDWARE CO............ Washington, D. C. 
BAKER, HAMILTON & PACIFIC CO....... San Francisco MORLEY-MURPHY CO................ Green Bay, Wisc. 
BIGELOW & DOWSE CO................... Boston, Mass. MORLEY-MURPHY CO................. Milwaukee, Wisc. 
BLISH, MIZE & SILLIMAN | eee Atchison n. MORLEY-MURPHY SR ee arene ore ese Wausau, Wisc. 
HENDRIE & BOLTHOFF CO Seaver. pe PEDEN IRON 4@ STEEL CO.............. Houston, Texas 
HENDRIE & BOLTHOFF CO. Leeder SALT LAKE HARDWARE CO............ Salt Lake City 
thet eee eee Pueblo, Colo. SALT LAKE HARDWARE CO...........Pocatello, Idaho 

HENDRIE & BOLTHOFF CO......... Albuquerque, N. M. SALT LAKE HARDWARE CO................ Boise, Idaho 
HENDRIE & BOLTHOFF CO............ Deadwood, S. D. SALT LAKE HARDWARE CO...... Grand Junction, Colo. 
HIBBARD, SPENCER, BARTLETT &CO......... Chicago SEATTLE HARDWARE CoO......... Seattle, Washington 

| HUEY & PHILP HDWE.CO................ Dallas, Texas SHAPLEIGH HARDWARE CO........... St. Louis, Mo. 
HUEY & PHILP HDWE.CO.......... Fort Worth, Texas SUPPLEE-BIDDLE HARDWARE CO...Philadelphia, Pa. 

| JANNEY-SEMPLE-HILL & CO....... Minneapolis, Minn. IOs Lo. 3 eae Austin, Texas 
ew eS yg aaa Salina, Kansas UNION HDWE. & METAL CO........ Los Angeles, Calif. 
| MARSHALL-WELLS COMPANY........ Spokane, Wash. VAN CAMP HDWE. @& IRON CO........Indianapolis, Ind. 
| MARSHALL-WELLS COMPANY........ Portland, Oregon GEORGE WORTHINGTON CO............ Cleveland, Ohio 
MASBACK HARDWARE CO.............. New York City ZORK HARDWARE GCO.................5. El Paso, Texas 


IMMEDIATE DELIVERIES FROM JOBBERS' STOCK 


Manufactured Exclusively by HERBERTS MACHINERY CO. Los Angeles, California 
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Wall-paper cleaner manufactur- 
ers held a code meeting in Washington 
on August 17, and undoubtedly will soon 
be actively soliciting spring business on 
their line. No news has yet been ob- 
tained as to the probable price, which 
is governed by the flour market, but 
there is some talk of a slight advance. 
Jobbers are advising their trade to speci- 
fy for their spring requirements now, 
with a guarantee against decline, so that 
in the event of an advance they will be 
protected. 

*% * * 

Linseed oil and turpentine keep 
in the limelight with their ups and 
downs. The changes reported in our 
last issue have been followed by a 
further advance on linseed oil,—up 144 
cents per gallon on August 17. Tur- 
pentine,—down three cents by changes 
on July 27 and August 6,—has reacted, 
and went up two cents per gallon, on 
August 13. 

ee # 

Sales of leather findings have 
been unusually good in many localities. 
Prices have been attractive, but without 
much change lately, except that one 
manufacturer issued a new lower sched- 
ule with 5 to 12 per cent drop on oak 
taps. The reduction did not affect oak 
blocks, squares or strips. Lower hide 
prices may be further reflected in re- 
ductions on other finished products. 

* * * 

Prices on radio vacuum tubes of 
the commoner replacement type had 
been rather well liquidated, but, until 
recently, lists have been held very high 
on the newer special numbers. Several 
downward changes in list prices on this 
class of R.C.A. and Cunningham tubes 
became effective August 1, some drop- 
ping as much as 50 per cent. The larg- 
est selling replacement types were 
changed only slightly, or not at all. 

* * * 

Manufacturers of inner tubes 
had a meeting recently and all agreed 
to withdraw present quotations. Whole- 
salers have generally well-filled stocks, 
and no considerable change will be felt 
soon by the trade. Whether there will 
be a higher manufacturers’ schedule is 
problematical, but with the higher cost 
of crude rubber, an advance of ap- 
proximately 10 to 15 per cent has been 
tentatively mentioned. 

* * * 


Rome Manufacturing Company 
have reduced prices on their heavy 14 
ounce copper tea kettles $1.50 per 
dozen, to practically the same level as 
last November. There is no change in 
their lighter weight (12 ounce) kettles. 
The reason given is that the price dif- 
ferential between the two grades has 
been more than the difference in the 
cost warranted, and it is expected that 
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the new prices on the heavy quality will 
stimulate their sales. 


* * * 


Household mop sticks were re- 
duced 5 per cent, effective August 23, 
and janitors’ steel mop sticks were 
marked down about 10 per cent on the 


same date. 
* * * 


Handle factories, making _hick- 
ory and oak axe and tool handles, are 
seeking orders rather aggressively. Tool 
prices are rather steady. Some revival 
of activity is reported on picks and 
sledges, with the probable renewal of 
many government CCC activities this 
fall. Price advances of about 10 per 
cent on some styles of pipe wrenches 
have been intimated to jobbing buyers, 
but without definite confirmation. Iron 
bench screws were recently raised 10 
to 25 cents per dozen. 


* * * 


On corn hooks, hay knives, etc., 
wholesalers have now generally passed 
along the advances made by the North 
Wayne Tool Co. in June. These in- 
cluded a 25 cent mark-up per dozen on 
all corn knife and hook prices, except 
the Little Giant, which was raised 75 
cents per dozen. There was a 50 cent 
advance on hay knives, and a 40 cent 
decline on Little Giant grass shears. 
Sales of all these tools have;been much 
curtailed by the very dry weather. 


* * * 


Demand for wheeled goods,— 
wagons, velocipedes, skooters, and the 
like-—continues unusually large from 
all sections. Heavy current buying is 
interspersed with good specifications 
for pre-holiday delivery. Toy orders 
are being placed by most of the larger 
retail stores, and a number of dealers, 
previously experienced in toy selling, 
are increasing their fall purchases over 
last year by substantial amounts. They 
state that the great demand for out- 
door toys and sports supplies this sum- 
mer is a sure guarantee of a large 
Christmas sale on all types of toys. 


* * * 


Daily sales of general merchan- 
dise in small towns and rural communi- 
ties (of less than 30,000 population), 
according to reports representing about 
one-fifth of the retail business of this 
type, showed a decrease of 15.5 per cent 
in dollar volume from June to July, 
as estimated by the Bureau of Foreign 
and Domestic Commerce. The change 
compares with a decrease of 11 per cent 
from June to July in 1933, and of 23 
per cent in 1932. These sales for July, 
1934, however, were 6 per cent larger 
than for the same month of 1933 and 25 
per cent larger than for July, 1932. 


Steel operations for last week 
were estimated at 21.3 per cent of capac- 
ity by the American Iron and Steel 
Institute. This compares with 22.3 per 
cent a week ago, a decrease of 1 point 
or 4.4 per cent on a tonnage basis. This 
was the lowest since April, 1933. The 
high record for this year to date was 
57.4 per cent in June. The steel trade 
has little hope for any considerable bet- 
terment in orders in August, but still 
looks for a substantial recovery in Sep- 
tember. The accumulations of deferred 
stock ordering and seasonal consump- 
tion increases are counted on to bring 
this about, rather than any extraordinary 
government measures. It is hoped, 
however, that the Federal Housing Pro- 
gram may result in the movement of 
fair quantities of iron and steel products, 
such as cast iron pipe, merchant pipe, 
radiation, ranges, heaters and_ sheet 
metal eaves trough and downspout. 

* * * 


Carloadings of freight, reported 
by the American Railways Association 
for the week ended August 11 were 
602,530 cars, a decrease of 8,768 below 
the preceding week, 27,213 cars (or 
4.3 per cent) under the corresponding 
week in 1933, and an increase of 90,565 
above the similar week in 1932. 

Production of electricity by the elec- 
tric light and power industry of the 
United States in the week ended August 
11 made a gain of 1.9 per cent over the 
like 1933 week, according to the Edison 
Electric Institute. 


* * * 


Construction awards through 
July continued above last year accord- 
ing to F. W. Dodge Corporation. The 
July volume of $119,698,800 for the 37 
eastern States contrasts with $82,554,400 
for July, 1933, and $127,116,200 for 
June of this year. For the first seven 
months of 1934 construction awards 
amounted to $973,861,500 for the 37 
eastern states as against $514,667,800 
for the corresponding months of 1933. 
The cumulative gain over 1933, amount- 
ing to about 90 per cent, was almost 
entirely due to publicly-financed con- 
struction projects growing out of the 
PWA program. Residential building 
contracts let during July fell below the 
respective totals for either the preced- 
ing month or July, 1933. For this year 
to date, however, residential awards are 
still about 11 per cent above the total 
for the corresponding seven months of 
1933. 


* * * 


The July cost of living of wage- 
earners increased 0.4 per cent from June 
according to indexes of the National 
Industrial Conference Board. The cost 
of living in July was 5.2 per cent higher 
than in July, 1933, 10.6 per cent higher 


(Continued on page 65) 
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f capac- 

~ rs The Only Self-Oil-Feeding Glass Cutter on the Market 
22.3 per A sure cut with each stroke of the wheel. 

I point The amateur at once becomes an ex- 

“" : “1 perienced Glass Cutter. 
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ARMS?FRONG 


Drop Forged WRENCHES 






New Designs 
Stronger Steel 


Each is a perfect wrench made 
in new designs with narrow jaws 
and long bodies, designs not found in 
other carbon wrenches. ARMSTRONG 
WRENCHES are now made of a new 
ra — stronger steel that makes them 
superior to all others. 





















They come in 36 types, in all 
sizes ~ singly, on display 
boards, or in matched sets. 
They are consistently adver- 
tised today, are known to the 
buyers of quality tools the 
world over. 


Prices and profits are pro- 
tected. Sales helps furnished 
free. Write for catalog. 
Armstrong Bros. Tool Co. 
“The Tool Holder People” 
314 N. Francisco Avenue 
CHICAGO, U. S. A. 












Stovink - household word 
everywhere - makes red or 
grey stoves black. Reno- 
vates burned out iron. 


Are you getting your share 
of this steady business? 









JOHNSON’S LABORATORY, Inc. 
Worcester, Mass. 








STEEL MORTAR HODS 


No dripping onto 
the user’s back. 


Made entirely of 
steel with wooden 
shoulder saddle 
and handle. 
Kdges are heav- 
ily reinforced. 
The fork is 
pressed from 
heavy gauge 
steel. 


Write for prices. 
The Cleveland Wire Spring Co. 
FE. 38th St. and Hamilton* Ave. 


co > Cleveland, Ohio & 








ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 

Write for prices. 


Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 

















Current Improvement Due to 


Government Spending 





Says Oliver Bros., Inc., market letter which suggests either much 


heavier taxation or more drastic inflation to further recovery 


measures 





‘TT T is probably not open to ques- 
tion that the measure of re- 
covery we have thus far at- 

tained has been due to Government 

spending rather than to such interest- 
ing but unproved devices as NRA 


| and AAA,” says the current market 


letter of Oliver Brothers, Inc., New 
York City. “As the Government,” 
continues this letter, “still has the in- 
tention as well as the resources, to 


| spend more vast sums to stimulate 


business it is safe to expect more im- 
provement of the same sort, and, of 
course, everything will depend ulti- 
mately on how business responds 
with self-help when, of necessity, 


| Government spending must taper off. 





“In any event we seem to face one 
of two alternatives: either much 
heavier taxation or a more direct 
form of inflation than has yet oc- 
curred, with the danger in the latter 
case, according to some responsible 
observers, that the dollar may fall to 
25c. in value. 

“Labor troubles have been rapidly 
becoming more serious, and the Gov- 
ernment, at first seemingly extremely 
partial to Organized Labor, but later 
wavering and uncertain what course 
to pursue, will probably be forced 
soon to come out with a clean-cut, 
unequivocal policy. So far, in this 
matter of the relationship of capital 
and labor, the Government has suc- 
ceeded in pleasing nobody. The arbi- 
trated strikes have settled nothing 
and have only postponed and _ per- 
haps aggravated the differences be- 
tween labor and employers. Common 
honesty and political expediency 
combine to compel the definite settle- 
ment of this issue before the expected 
fall pick-up in activity, when other- 
wise labor disputes might very well 
exceed in violence what has already 
been witnessed at San Francisco, at 
Minneapolis and at Toledo. 

“Much is being said about ‘Capi- 
talism.’ It may not be exaggerating 


the matter to say that ‘Capitalism’ 
has recently been subjected to suspi- 
cion and criticism from sources not 
at all radical, in the accepted sense 
of that word. Our purpose here is to 
attempt to define what ‘Capitalism’ 
is, and to state the problem that con- 
fronts it, without attempting to con- 
tribute anything new to the solution 
of that problem. 

“Capitalism is the private owner- 
ship of the means of production and 
the creation of income in the form 
of rent, interest and profits. After 
deducting living expenses, including 
luxuries, the capitalist invests the 
balance in more means of produc- 
tion, the income from which, after 
more deductions, is further reinvest- 
ed, the process being repeated over 
and over again. Only so does the 
hundred thousand dollar enterprise 
grow to be a hundred million dollar 
one. Mergers and combinations are 
only variations on the same theme. 

“This process of compounding in- 
vestment has come to provide the 
balance wheel of our whole system. 
The prompt investment of the free 
income has provided wages and sal- 
aries in durable goods industries, 
with which wages and salaries the 
workers in the durable goods indus- 
tries have absorbed the ever mount- 
ing supply of consumers’ goods being 
produced at the same time. To quote 
an eminent economist, ‘Equilibrium 
came to depend on compounding in- 
vestment in a compounding durable 
goods sector, which distributed com- 
pounding purchasing power, with 
which a compounding volume of con- 
sumers’ goods was cleared at a profit 
—which was once more reinvested.’ 
Capitalism connotes the investment 
and safeguarding of capital, or the 
profitable accumulation of the means 
of production. 

“Thus far, you will observe, Capi- 
talism has been working to build up 

(Continued on page 69) 
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Words That Sell the 
Substitute Article 


By MANDUS E. BRIDSTON 


NE of the difficult transactions 
involved in salesmanship is 
the offering of the substitute. 

When the customer asks for a spe- 
cific brand, not carried in stock, the 
salesman often has nothing better at 
hand than a lame, “I’m sorry, we 
don’t carry that,” or worse yet, “We 
don’t have that brand, but we have 
the ‘V,’ which is just as good.” Peo- 
ple in the front lines of selling know 
(even if they can’t think of some- 
thing better to say!) that this retort 
not only fails to sell the substitute 


but antagonizes the customer as well. 
We did hear of one very original 


solution of the substitute problem. 
that _ brand, 

9 s ° 
madam,” said the young woman in 


“We don’t carry 


answer to a customer’s query. “They 
“Where,” 


the customer wanted to know; “is B’s 


carry that at B’s store.” 


store?” 


ingly left her department, escorted 


the customer to the 


tion of B’s store! 


And the saleswoman oblig- 


door, and 
pointed down the street in the direc- 








SALES LIABILITIES 


SALES ASSETS 





“‘We don’t have the A brand, but we have 
the B, which is the same thing. (Or, 
“‘which is just as good.’’) 


“We don’t have the A brand, but we have 
the B, which our buyer has selected be- 
Cause naming the superior distinctive points of 
‘nterest to the customer.” 








“We don’t have the A brand, but we have 
most any other brand you could ask for.’’ 


“We don’t stock the A brand, but we have 
exact number other brands. Have you ever 
used this C brand? We recommend it be- 
cause pe 








“No, we don’t have the A brand—we can’t 
stock everything on the market, you 
know.” 


Again, as above, state the exact number of 
brands stocked, and particularly suggest a 
brand which is similar to stipulated one. 





“A brand? Never heard of that one. We 
carry the B line in this store. Have you 
ever used that?” 





“We don’t have the A brand because we 
feature the B, which has built up a won- 
derful repeat business for us.’’ (The seller 
of the substitute must reach the custom- 
er’s eye AND ear, as he SHOWS the article 
and EXPLAINS its distinctive features.) 





How's The Hardware Business 


(Continued from page 62) 


than at the low of April, 1933, but 20.9 
per cent below July, 1929. The pur- 
chasing value of the dollar was 126.4 
cents in July, as compared with 126.9 
cents in June, 139.9 cents in April, 
1933, and 100 cents in 1923. 


* * * 


The wholesale commodity price 
index of the Bureau of Labor Statistics 
for the week ended August 11 advanced 
to the highest level since March, 1931. 
It rose 0.4 per cent over the previous 
week to 75.4 per cent of the 1926 aver- 
age. Prices for the week were 844 per 
center higher than the corresponding 
week of a year ago, and 151% per cent 
higher than two years ago. Farm prod- 
ucts, with a general rise of 1.1 per cent 
for the August 11 week, showed the 
greatest increase. Fuel and lighting 
materials advanced by 0.8 per cent, and 
foods 0.6 per cent. The hides and 
leather products group showed the fifth 
consecutive weekly decline, decreasing 
0.8 per cent. As compared with the low 
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point reached in 1933, all the lu com- 
ponent commodity groups have shown 
material advances. Farm _ products 
have made a rise of approximately 6714 
per cent; textile products an advance 
of 40 per cent, and foods a 35 per cent 
increase. * * *% 


Business failures are so few as 
to show an unusually healthy condition. 
In no full week this year or, in fact, 
since 1920, has the number of business 
failures in the United States been as 
low as that shown for the week ended 
Thursday, August 9,—reported at 197, 
by Dun and Bradstreet, Inc. In the 
two weeks preceding there were, respec- 
tively, 209 and 220 failures reported, 
while for the same week a year ago the 
number was 312. 

* & 


The window glass factory of the 
Pittsburgh Plate Glass Co., Mt. Vernon, 
Ohio, resumed operations on August 15 
after having been closed since Decem- 
ber, 1931. The plant employs 400 men. 





| 
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a clean 
fresh 


carton of 


SLIPKNOT 
FRICTION 


TAPE 


s-l-i-d-e-s 
into place 





ae s 
its automatic 


No shopworn boxes 
left at bottom! 


Hold your customers with Slipknot 
Friction Tape: extra adhesive, can’t dry 
out, edges can’t ravel, greater tensile 
strength. 


Sold thru Jobbers only. 


PLYMOUTH 
RUBBER CO., INC. 


Largest Rubberizers of Cloth in the World 
100-200 Revere St., CANTON, MASS. 


Write for details to 
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Mr. Pielailer: 


Why do acta 


» 
CONTY hes elem crt é 


PIPE WRENCH 





THE PECK, STOW & WILCOX CO 


SOUTHINGTON, CONNECTICUT 


OUR PLATFORM: 
In‘our 2nd CENTURY of 


experienced manufacturing; and 
our POLICY places your Jobber 
in position to have you own our 


tools at prices which enable you 


oes) of a a 


ASK YOUR JOBBER 














BUSINESS MEN 
TOURISTS 
WORLD TRAVELERS 


—all come back to 


HOTEL 
LENOX 


Famous for good food, 
i] homelike comforts, ex- 
cellent service. 


LOW RATES 


Single $2.00 to $3.00 
Double $2.50 to $5.00 
Family Suites, $6.00 up 


Send for Free AAA Map and 
Booklet 








Clarence A. Miner, President 
140 North Street, near Delaware 


BUFFALO, N.Y. 
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About Present Day Farming 


(Continued from page 46) 


in my office” concluded my corres- 
pondent, “on about 160 hardware 
items, representing staple items in 
each department of the business, 
which shows the prices on those ar- 
ticles for a period of years. We com- 
pared today’s prices on those arti- 
cles with what they were last Sep- 
tember. No doubt you will be greatly 
surprised to realize that while 86 out 
of these 160 items have advanced, 
there were declines on 55 items, and 
on 19 items there was no change. 
The net difference on these 160 items 
today as compared with last Septem- 
ber is an advance of only 4.6 per 
cent, and note carefully that figure 
is four and six-tenths per cent, NOT 
16 per cent as some might expect 
this comparison to show.” 

This sales manager states that he 
has used the above facts in a letter 
to their salesmen, and also has sent 
out a circular giving the same facts 
to their customers. Knowing the facts 
of their side of the question, he be- 
lieves will result in retail merchants 
having more confidence in their 
prices. They will strive harder for 
a profit by basing their selling prices 
on today’s replacement cost, not what 
they paid for low-priced merchan- 
dise bought some time ago; they will 
also keep up their stocks so they can 
meet the demand for merchandise 
that everyone expects to develop this 
fall, either as a result of natural 
causes, or through whatever infla- 
tionary moves the government may 
feel it should adopt to insure more 
active business and greater employ- 
ment. 

He ends his letter to their sales- 
men with this statement: “It is im- 
portant that you, as a salesman. 
know this situation, and in turn that 
you have your customers see the pic- 
ture in its true light. If they do, they 
will be in position to successfully 
contradict the statement: “Farmers 
can’t afford to pay today’s prices for 
merchandise.” 

As I dictate this letter, I note the 
dramatic advances in prices just 
made on corn and wheat as a result 
of the drought. Just imagine wheat 
at a price of over $1.08 per bushel. 
Now, while we know that the drought 
situation is bad enough, in fact it is 
a major national calamity, at the 
same time, we must remember that 


a very large section of this country 
has not been affected in the slightest 
by drought. For instance in all of the 
Eastern States, from Pennsylvania to 
the Atlantic ocean, and from Maine 
to Florida, there have been very good 
crops. This is also true in regard to 
a large part of the far Northwest 
and the upper part of the Pacific 
Coast. Then it also must be remem- 
bered that in years when there are 
heavy rains and a great snowfall, 
there is almost always a flood in the 
lower part of the Mississippi River 
that causes widespread damage to 
property and loss of crops. Natur- 
ally, this year there has been no 
such flood and that part of the coun- 
try, accustomed to these recurring 
floods, has this year produced large 
crops under normal conditions. Then 
it must also be remembered, taking 
a national view of the situation, that 
the high prices for farm products 
as a result of the drought, will be of 
great help to the farmers in these 
other fortunate sections. 

Another interesting and surprising 
thing to one studying nation-wide 
conditions, is the steady report of 
good retail sales in almost every 
part of the country. For some reason, 
retail business today in this country 
is better than either manufacturing 
or jobbing, and of course if the 
goods move off the shelves of the re- 
tailers, it is only a question of time 
until the calls for more goods will 
travel back through the jobbers to 
the manufacturers. 

And here is another compelling 
angle from the standpoint of retail 
sales. Following one of the hardest 
and coldest winters we have had for 
many years, we have enjoyed one of 
the hottest summers on record. These 
two facts mean that the retail dealer 
last winter must have cleaned out all 
kinds of winter goods—snow shovels. 
sleds, and skates, also stoves, heaters 
and all kinds of heating apparatus. 
Now, the summer through which we 
are passing has been characterized 
by retail sales of all kinds of sum- 
mer goods. This, so far, has been one 
of the greatest vacation and sport 
summers we have ever had. Summer 
hotels and bathing resorts in all 
parts of the country have enjoyed 
the largest crowds and the best sales 
on record. 
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Is the Wright wire cloth 
and netting sample display 
working in your store? 


A sure business - getter 
for the hardware dealer. 





Displays 20 grades of 
square mesh cloth and 
18 grades of netting. 
Substantial and color- 
ful. Opens the door for 
new markets and addi- 


tional profits for you. 


Ask your Jobber. 





G.F. Wright Steel & Wire Co. 
WORCESTER, MASS. 


NEW YORK ATLANTA CHICAGO LOS ANGELES 
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Here are four hard- 







Each ware items that bring 
item hs asteady, profitable 
ble. a ' turnover to hard- 
selling brand, gee aay re 
backed by 

ATLAS' century- advantages 
old reputation for of modern 
superior quality. And merchan- 
each is packaged in dising 
the popular ATLAS "flat meth- 
style" '/, lb. Box. Packed ods. 





in colorful counter Display 
Cartons. Stock these popular 
items. 4 9 7 1 . 


Distributed through Hardware Jobbers N 
ATLAS TACK CORP. 


Fairhaven, Massachusetts 


ATLAS ‘‘flat style°° BOXES 
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EXTRUDED fh a PADLOCKS 


To those requiring the utmost in 
({ security, strength and durability, 
j Fa offer the Corbin Extruded Metal 
: Padlock. Made 


from a solid block 










of extruded brass, 
machined out to 

















receive the fine 
Corbin Pin’ Tum- 
bler mechanism, 
assuring continuous smooth 





operation under all kinds of 
weather conditions, protection and_ long _ life. 


CORBIN CABINET LOCK CO. 


The American Hardware Corporation, Successor 


NEW BRITAIN, CONN., U. S. A. 























NEW YORK CHICAGO PHILADELPHIA 





=~(CHICAGO)— 
SPRING HINGES 





THE 
“SIMPLEX” 


(No Hanging Strip Required) 


Dealers will find it of 
interest to ‘examine im- 
portant features in the 
construction and design of 
the “Simplex.” 





The Simplex Spring 
Hinge, designed for sim- 
plicity and economy in ap- 
plication, requires no 
jamb strip and only one mortise cut. 





Type 9001 


The construction of barrels and web from one con- 
tinuous piece of metal eliminates joints where the 
metal forming the barrels continues as the web and 
avoids exposing the spring to moisture which would 
cause rust and breakage. 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U.S. A. 








er 


AUGUST 30, 1934 


67 

















SPECIFY 


BLADES 
MADE by CHRISTY 


When Ordering from 
Your Jobber 





e@ CHRISTY hand-finished Blades 
are in constantly increasing demand 
as the Christy Razor wins more and 
more men to the Christy “light-as-a- 
feather” shave. 





@ Original and Genuine ENDERS 
Black Blades for the Original and 
Genuine ENDERS Razor, both in- 
vented and patented and made by 
CHRISTY continuously since 1907. 


KEEN KUTTER 


BLADES 








@ Original and Genuine KEEN KUT- 
TER Blades Made by CHRISTY, of 
the same identical quality that has 
given users such satisfaction for the 
past 26 years. 


CHRISTY Blades, ENDERS 
Blades MADE by CHRISTY, 
and KEEN KUTTER Blades 
MADE by CHRISTY are now 
priced to you 17% cents per 
package, or $3.50 per carton 
of 20 packages fives . . . This 
permits you to retail them 
profitably at the new adver- 
tised consumer price of 25 
cents per package. 


The prices are lower, but the 
high CHRISTY QUALITY is 
strictly maintained , . . To 
provide your trade with the 
same QUALITY to which they 
have been accustomed, specify 
blades MADE by CHRISTY, 
and look for the outline of 
the blade on the package. 


The CHRISTY SALES Company 


Sales Agents for Razors and Blades 
MADE by CHRISTY 


FREMONT, OHIO 











Consumers CooperativesAre Growing 


(Continued from page 44) 


tion. But is the American business 
man to squeal because competition 
is sweating his foot? 

Admittedly an economic unit 
which does not have to make a profit 
has a competitive edge on one that 
does. But what’s to be done about 
it? If I should want to start a con- 
cern to audit circulations at a profit, 
could I expect the ABC forthwith to 
fold up and give me a free field? 
To outlaw the consumers’ coopera- 
tives as unfair would be as ridicu- 
lous as to require every family 
henceforth to eat out. 

Now to forestall any case of jit- 
ters that readers who hold sacred 
every comma in the capitalist creed 
might develop, let us see how much 
ground these co-ops have actually 
gained. 

The Farm Credit Administration 
reports 1588 farmers’ cooperative 
purchasing associations as of 1931, 
with 392,000 members and a turn- 
over of $215,000,000. The majority 
of these organizations have come 
into the picture since 1915. They 
are located everywhere in the rural 
districts, but are concentrated in the 
Middle West. Most of them are 
small locals, 100 to 500 members; a 
few are regional and these have as 
many as 40,000 members or more. 

There are about 600 farmers’ co- 
operative oil associations alone, all 
sprung up in the last 12 years. Their 
1933 volume is estimated at $35.,- 
000,000. Supplies are secured 
through independent refiners. In the 
last year or two, oil associations 
have appeared in a few towns, nota- 
bly in the Twin Cities, where they 
are assisted by a farmers’ wholesale 
co-op. Seven such wholesales are 
federated in “National Cooperatives, 
Inc.,” which has its own “Co-op” 
brand of oil products, tires, batteries, 
and related products. Cooperative 
oil distribution is, causing the oil 
interests real concern. 

From the figures of the Coopera- 
tive League, which is a_ national, 
promotional federation of consum- 
ers’ societies, and from other sources, 
the writer estimates that there are 
500 co-ops of urban consumers, 
numbering perhaps 150,000 mem- 
bers. About half of these coopera- 
tives operate grocery and meat 


stores, sometimes with a dairy and 
bakery in addition. The balance op- 
erate restaurants, bakeries, dairies, 
and apartment houses. With the ex- 
ception of one group of 100 stores 
in northern Minnesota and Wiscon- 
sin, which is closely knit together 
in a wholesale federation, having a 
full line of groceries under its own 
brand, these co-op stores are scat- 
tered and they present no threat to 
the national marketer; in fact, like 
the independent private retailer, they 
may be looked upon by him as an 
outlet. 

The rate of “savings return” paid 
by these urban cooperative stores to 
their members varies from 0 to 5 per 
cent. The store societies in England 
which have made such enormous 
growth return 10 to 15 per cent to 
the consumer. This is also about 
the average returned by the Ameri- 
can oil associations, and largely ac- 
counts for the growth of these co- 
operatives. 

Thus we may conclude that only 
in the farm market does consumers’ 
cooperation constitute “major com- 
petition” to American private busi- 
ness at the present time. In oil and 
fertilizers the shoe pinches tightly 
—and especially in oil. 

The fertilizer trade ever since the 
War has had to reckon with the co- 
ops. Subsidiaries of the farm bu- 
reau in Ohio, Indiana, and other cen- 
tral states have carried on large co- 
operative distribution of fertilizers 
since 1920. Three large coopera- 
tives in the East, each having a mem- 
bership of from 30,000 to 50,000, 
not only distribute but also manu- 
facture fertilizer, as well as feeds 
and seeds. 

It was these cooperative organiza- 
tions that first started the distribu- 
tion of “open formula” feeds and 
fertilizers, that is, goods which have 
the ingredients and the percentage 
of each plainly printed on the sack. 
The private trade soon fell in line. 
In view of the interest recently 
aroused in these pages in quality 
standards, it is worth while to note 
that the cooperative consumers re- 
sponded to the “open formula” idea. 
The manager of one of these co-ops, 
the Eastern States Farmers Exchange, 
which operates largely in New Eng- 
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land,’ Pennsylyania, and Maryland, 
and has grown to over 40,000 mem- 
bers, ascribes a large measure of 
this success to open formulas. 

Consumers’ cooperation, finally, is 
direct, joint action by consumers to 
improve their status as buyers. It 
is not new, having been practiced 
with success for a hundred years in 
England and on _ the Continent. 
There was a cooperative in Boston 
in 1789. 

When consumers feel themselves 
ill-treated or exploited by private 
sellers, they do have recourse to 
this cooperative method. What can 
the private seller do about it? The 





obvious thing: improve his own ser- | 


vice, lower his margin, prove to his 
patrons that he is not in business to 
gouge them. Blustering or begging 
Washington “to pass a law” is no use. 


The consumers, after all, are the | 


citizens who elect the lawmakers, 
and thus far Washington has shown 
a disposition to help rather than 
restrict the co-ops. 


Current Improvement 
(Continued from page 64) 


an adequate equipment for produc- 
ing all that we need. It is the almost 
perfect method of working forward 
from a general condition of scarcity 
to a goa! of being able to produce 
plentifully all the necessities and 
reasonable luxuries demanded by a 
prosperous people. 

“For hundreds of years industry 
has been working toward the solu- 
tion of the problem of production. At 
last the problem of production has 
been solved. Our industrial system is 
equipped adequately to supply the 
needs of the public. 

“So Capitalism, having solved the 
great problem of adequate produc- 
tion is now confronted with a new 
problem—that of distribution which 
means the creation of purchasing 
power. If this new problem can be 
solved, satisfactorily, it will lead us 
on to heights of prosperity and well- 
being beyond anything dreamed of in 
the prosperous and optimistic years 
before the depression.” 
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They are modern—fully adjustable dies, straight 
handle tap wrenches, adjustable guide stocks—case 


type boxes, screw pitch gages. 


They are inexpensive to stock. 5 carefully designed 


sets cover 95% of buyers’ requirements. 


They are profitable—low list price—63% mark-up 


price structure. 


They are outselling every screw plate line put out in 
over 60 years. You can get full details, prices, and see 


a sample set by writing any of our branches. 





Branches 


New York: 15 Warren Street Canadian Plant: Greenfield Tap & Die 
Chicago: 611 W. Washington Blvd. Corp. of Canada, Ltd., Galt, Ontario 
Detroit: 228 Congress St., W. 
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What's Ne 


for Retail 


Hardware Stores 


“Eze-On Eze-Off” Jar Caps 
The “Eze-On Eze-Off” all metal closure 


for glass jars having standard screw 
threads will maintain a perfectly tight and 
secure seal but is easily removed says the 
maker. While the seal is always tight, due 
to the design any jar sealed with this cap 
may be opened by a child, and it is said 
that no tools are required to open it. 
Sanitary coating baked on the steel is 
highly resistant to fruit, vegetable, meat 
and other food acids and alkalies and is 
also highly resistant to alcohol. The maker 
states that the coating endures live steam 





sterilization for hours and is the same coat- 
ing specified by commercial canners for 
years. Caps furnished complete with high 
quality jar rubbers which may be used 
over again as rubber is not stretched by 
original use. Any standard size jar rubber 
may be used however. List price 45c. per 
dozen. Dealer price 3lc. per dozen. Can- 
ton Products, Inc., 807 Brant Bldg. Can- 
ton, Ohio. 


Fletcher-Terry Co. 
Issues Catalog 226 


Glass cutters and glaziers’ supplies are 
illustrated and described in this 30-page 
booklet. Illustrations in color show some 
of the items in the line. Illustrations show 
packaging of Fletcher glass cutters. A page 
is given over to “suggestions for cutting 
glass.” The Fletcher, Terry Co., Forestville, 
Conn. 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 


—New Colors—New Deals— 
RE sc 54 00-64 0%5 eee 




















*Top-Ventilator” With 
Window Shade Holder 


“Top-Ventilator” may be used as a 
permanent or portable ventilating fixture, 
without interfering with closing of win- 
dow. It is installed at the top of the window 
and has window shade holders which per- 
mit room ventilation, while shades are 
drawn. Openings in ventilator are so de- 
signed that privacy is assured while draper- 
ies, curtains and window shades are pro- 
tected from rain. The maker states that 
it prevents flapping of shades and prevents 
drafts. It is installed without use of tools 
and regular window shades may be used 
with it. It is of steel construction, finished 
in neutral green, hard baked _ finish. 
Smaller size adjustable, without mechanical 
attention, from 18 to 33 inch width, lists 
at 98c. complete. Two larger sizes are 
available. Three sizes are 9 inches high. 
Individually packed in attractive two- 
colored carton, one dozen to a_ package. 
Ventilating Products Corp., 1841 Broad- 
way, New York City. 


Signal Electric Offers 
Portable Electric Grinder 


This portable, light-duty electric grinder 
can be taken to different jobs. Body and 
handle cast aluminum, entire weight 9 lb. 





net. Overall length, 14° in., diameter 4 in. 
Universal motor for 110 volts D.C. or A.C., 
25 to 60 cycles. Speed, no load, 3400 r.p.m., 
1.5 amperes. Positive “make and break” 
toggle switch. Brushes accessible from the 
outside. Equipped with 8 ft. of heavy-duty, 
rubber-covered cord with rubber plug and 
4-in. general-purpose grinding wheel. Bronze 
bearings, wool packed with thrust ball bear- 
ing on shaft wheel. Special alloy, heat- 
treated gears. Signal Electric Mfg. Co., 
Menominee, Mich. 


Vollrath “Kook-King” Ware 


Illustrated is the “Kook-King” drip 
coffee pot offered as part of Vollrath’s re- 
cently introduced new line of enameled 
ware. Flavor seal rims on pots, pans and 
sauce kettles are designed to retain valu- 
able food vitamins. Broad flat bottoms for 
absorption of heat. Hollow steel lifters on 
enameled covers and side grips on pots 
and pans and handles on sauce pans are 





gas welded. Pots and kettles have extra 
heavy chromium plated bails. Handy mea- 
sure graduated in cups and in pints is 
permanently marked on inside of “Kook- 
King” utensils. Drip coffee pot which uti- 
lizes filter paper in perforated coffee re- 
ceptacle lists at $6.25 and has eight cup 
capacity. One hundred filter papers in- 
cluded with each coffee pot. Additional 
packets of 100 list at 15c. The Vollrath 
Co., Sheboygan, Wis. 
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EMPIRE 
NUTS 





SALES VOLUME 


—the logical outgrowth 
of quality leadership 


@ It is understandable that Empire nuts should lead 
all others in quality of fabrication and in volume of 
sales. They are made in a plant devoted exclusively 
to the production of nuts. Here concentration on one 
product only has led to the development of precision 
methods which are nowhere else possible. 

All sizes and styles of Empire nuts are kept in stock 
at the Empire nut plant in Coraopolis, as well as in 
the bolt,rivet and machine-screw plants in Port Ches- 
ter and Rock Falls. You can always get immediate 
replacements. Empire nuts and bolts are packed in 
attractive cartons, with size and style prominently 


labeled for instant identification. 





RUSSELL, BURDSALL & WARD 
BOLT & NUT CO. 


PORT CHESTER, N. Y. 
ROCK FALLS, ILL. CORAOPOLIS, PA. 


Sales Offices at Philadelphia, Detroit, San Francisco, 
Los Angeles, Seattle, Portland, Ore. 
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Window Sets 
Back Flaps 
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Wooster Brush Card Shows 
*“Foss-Set”” Construction 

The Wooster construction display card 
illustrated is in colors. It shows actual 
cross sections of Wooster Foss-Set brushes 
as well as a “Foss-Set” brush and the 


\ 


es ie 
WOOSTER « BRUSHES 


ANE MtaAcks 





trade character, “Ted the Tester.” Printed 
matter is in the form of rhymes telling about 
the use and construction of the brushes. 
The card is available free of charge to 
Wooster dealers. The Wooster Brush Co.. 
Wooster, Ohio. 


Approval Seal For Fuel For 
Gasoline Pressure Appliances 


This seal on a tank of motor gasoline 
indicates that the United Laboratories, 
maintained by some of the leading manu- 
facturers of gasoline pressure appliances, 
has approved it for use as fuel for those 
appliances. The United Laboratories states 
that the use of lead anti-knock and lubri- 
cating oils, etc., in gasoline for motor cars 
has made some of them unsatisfactory for 
use in gasoline pressure appliances, as they 
are likely to clog appliance generators. 
The seal is an orange and blue decalco- 
mania measuring 5% in. high and is for 
display on service station pumps contain- 
ing gasoline “approved” for appliances. 
Certificates of approval for display in the 
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station and cards of approval for drivers 
of tank wagons are available. Cards and 
certificates name the brand “approved” and 
give the date until which the “approval” 
is valid. The pump label does not men- 
tion the gasoline by name but does indi- 
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cate the date until which the “approval” 
is valid. The laboratories make periodic 
tests of gasolines for “approval.” Manu- 
facturers of gasoline appliances, who are 
sponsoring the laboratories will show the 
seal in consumer advertising campaigns. 
For “special fuel” for gasoline pressure ap- 
pliances the laboratories also issue “ap- 
proval” tags. Periodically listings of gaso- 
lines “approved” in different states are is- 
sued free to dealers, indicating the date 
until which the “approval” is valid. The 
United Laboratories also publishes leaflets 
giving general suggestions for the selection 
and handling of fuels used in gasoline 
pressure appliances. The United Labora- 
tories, 240 N. St. Francis St., Wichita, Kan. 


Daragh, Smail & Co. 
Cocoa Mats 


Circular matter on Darragh, Smail Cocoa 
Mats shows some of the many plain and 
fancy-patterned and colored mats offered. 
Wool bordered, chain or rope, lettered, sten- 
cilled, stencilled oval and inserted fibre 
mats are shown in the circulars in colors. 
One of the circulars, “Sales Opportunities 
in Cocoa Mats,” shows these mats in use for 
front door, back door, French windows, 
cellar stairs, in front of hotels, in front of 
theatres. Price and size information is 





given in the circular matter, together with 
dimensions. Balfour, Guthrie & Co., Ltd., 
295 Fifth Ave., New York City, sole selling 
agents for Darragh, Smail & Co., Ltd. 


Stewart-Warner 
“Magic Dial”? Radios 
Illustrated are two of the line of 


Stewart-Warner “Magic Dial” radio sets. 
The 7 tube “Magic Dial” console, list 





$89.50, has a range of 530 K. C. to 23 
M. C., four wave bands, each a different 
color. Selector knob selects tuning band. 
Long wave 530 to 1540 K. C., first short 


wave band 1500 to 4600 K. C., second short 
wave band 4300 K. C. to 12.3 M. C., third 
short wave band 11 M. C. to 23 M. C. One 
double purpose tube designed to give set 
8 tube efficiency, says the maker. Auto- 
matic volume control, full variable control 
for adjusting tone to taste. Has 12 in. 
auditorium electro-dynamic speaker. Dual 





ratio geared tuning, 11 to 1 for standard, 
62.5 to 1 for short wave bands. Pilot light, 
3 gang condenser designed to eliminate 
code interference. Doublet antenna input 
system to lower ratio of noise to signal. 
Stripped walnut, American walnut, stump 
walnut, red gumwood blended in cabinet. 
Six turned, fluted feet. Stands 38x2344x13 
inches. The 5 tube all-wave table model, 
list $49.50, has range of 530 K. C. to 23 
M. C., four wave bands, two double pur- 
pose tubes, automatic volume control, vari- 
able tone control, 3 gang condenser. Cabi- 
net of polished woods. Stands 17x13%4x 
8% inches. Other models available in 
standard and dual-wave models at list 
prices ranging from $27.50 to $99.50. The 
Stewart-Warner Corp., 1826 Diversey Park- 
way, Chicago, Il. 


Gillette Offers Probak Jr. 
Safety Razor Blades 


“Probak Jr.” is a safety razor blade de- 
signed to fit Gillette and Probak razors now 
in use, or on dealers’ shelves. Offered to 
meet demand for a low-priced blade, it is 
packed in packages of 25 blades, there be- 
ing eight packages to a carton, costing 
dealer $3.68. List price for 25 blades, 67c.; 
suggested minimum sale price, 59c. This 
blade is different from regular Probak 
blades, which the manufacturer continues 
to make. The new blade was recently intro- 
duced to all direct accounts on the com- 
pany’s books by a telegraph messenger 
bringing to each account a message an- 
nouncing a coming “blessed event.” The 
next day a telegraph messenger delivered 
the special introduction package, which was 
like the blade package except that it was 
many times larger and had on its face a 
white arrow with the message, “The real 
baby is inside.” ‘The introductory package 
includes a package of 25 Probak Jr. blades. 
Gillette Safety Razor Co., Boston, Mass. 
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THESE AXES 
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CASH REGISTER 
RINGING 
OU make more 
money on fast-mov- 
ing items. And Collins 
axes move fast, because 
of their reputation and a 
fine quality. Men who Michigan 
: Single Bit 
know their axes go for 
them right away. Men 
dard |who aren’t so wise to 
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light, axes will be sold by the 
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1, vari- an important item. They must be large and they must | any defect. That 8 a val- oie 
 Cabi- work easily. We have to get cars in and out fast. uable protection for you, 
- Cheap doors would be just so much grief to us. | see. 
st list Our greasing is all done on lifts so we must have |The Collins line is 
). The a 14 foot clearance from the floor. wide enough to suit 
’ Park- We have six Stanley “Roll-Up” Doors and they | every customer’s wants, 
give us everything we want—clearance, smooth oper- lin axes, hatchets, bush 
ation and fine appearance. I am telling you that | hooks, hoes, etc. Every 
attractive appearance means a lot if you expect the | standard pattern, fin- 
business of most car owners.” ish and weight in these 
de de- eee tools. 
rs now 
akan One of the best markets for large door installa- | 5 your jobber cannot 
e, it is tions is service stations of all types. And the equip- supply you, write to us nial ve 
ere be- ment which is meeting the needs of this type of | ‘ "Collins Scovil Pattern Hoe 
posting establishment best is STANLEY “ROLL-UP” DOORS | 
3, 67c.; ° . . . . . } 
This either with or without the special High Lift. 
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spec Stanley Door Equipment | Collins Official Boy Scout Axe 
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Remington Issues Booklet 
On Uses of Pocket Knives 


“Things to Do With a Pocket Knife” is 
the title of an interesting and instructive 
illustrated booklet by E. J. Tangerman. 
The frontispiece shows a figure, “The Pris- 
oner,” made from three matches with a 
pocket knife. Some of the subjects covered 
in the booklet are: carving soft wood, chip 
carving, “Things to Practice On,” garden 
ornaments, fans, chains, linoleum blocks, 
whittled peachstones, relief carving, ships 
in bottles and “How to Keep Your Knife 
Sharp.” Illustrations show some of the 
many items which may be made with a 
pocket knife. Instructions on the more in- 
tricate patterns are illustrated with dia- 
grams. Some of the Remington pocket 
knife line, Remington ammunition and guns 
are illustrated in the booklet. Copies are 
available from the Remington company 
upon receipt of three cents postage. Rem- 
ington Arms, Inc., Department PT-1, 
Bridgeport, Conn. 


“Dri-Brite’s”’ Once Over 


Auto Polish 


This auto polish gives a deep luster and 
true wax finish that can be kept in first- 
class condition by going over with soft 
cloth to remove dust, says the maker. Lac- 
quer, baked enamel and other surfaces may 
be polished with “Dri-Brite’s” Once Over 


LEANS 


POLISHES 
AN 





Auto Polish which contains no harmful 
abrasives. It combines wax with finest 
cleaning and polishing materials and single 
application removes road film, polishes sur- 
face and protects it with a long lasting wax 
finish, says the maker. No additional wax- 
ing is required. Packed 12 pints to a case. 
Miracul Wax Co., Inc., St. Louis, Mo. 


Combination Circulating 
Heater and Cooker Model 60 


A powerful unit for heating smaller three 
or four-room houses, smaller stores, gas sta- 
tions, etc. Rated capacity 3500-4500 cu. ft. 
Said to combine best features of both circu- 
lating and radiant heater in action. Spe- 
cially designed flue baffle to get maximum 
air heating value from fuel and to aid com- 
plete circulation. Double front and single 
side grilles. For cooking, intense heat is 
directed against solid cast-iron grids. Top 
has two removable lids holding two full- 
sized utensils at once. Easily cleaned, clev- 
erly concealed by hinged chromium-plated 
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cover plate. Eight-inch sleeve-type burner 
with patented low fire control easily reached 
through top for mounting, adjusting and 
lighting. High or low flame control to ad- 
just degree of warmth to season. (Two 
6-in. burners increasing capacity about 25 
per cent available at slight extra cost.) 
All-steel cabinet, legs and top panels fin- 
ished in dark walnut brown, baked on heat- 
resisting enamel. Cooking top cover plate 
and grille chromium-plated and polished. 
Maximum fuel consumption 1/6-gal. per 
hour, 12 hours maximum heating. Remov- 
able adjustable 2-gal. fuel tank may be re- 
filled while heater is in use. Stands 26 in. 
high, 20% in. wide. Radiant Products, 


Inc., Akron, Ohio. 





Ingersoll Dollar 
Alarm Clock 


This alarm clock, having a suggested re- 
tail selling price of $1, is the first Ingersoll 
clock to be offered at this price. Cream and 
robin’s egg blue dial with black numerals 





and hands set into chromium finish case 
with bezel of black enamel. Saddle-type 
pedestal is of black enamel. Shut-off but- 
ton conspicuously placed on top of case. 
Attractively boxed, 24 to a case. Each 
case contains attractive counter display. 
The Ingersoll Equinox pocket watch, list 
$1, has all-metal, white enameled dial cir- 


cled by black track on which appear white 
numerals. Individual package and dealer’s 
carton of six are attractively designed. 
Carton, when opened, becomes an attrac- 
tive display. Both the alarm clock and 
watch cost the dealer 77c apiece. The In- 
gersoll-Waterbury Co., Waterbury, Conn. 





1934 Toastmaster 
Hospitality Tray 


Has been restyled being of wood which 
has been processed to resist alkalis and 
acids. Three finishes, walnut, mahogany 
and sycamore. In place of six dishes there 
is now one large dish of five convenient 
compartments. Cutting block now. part of 
ensemble in wood matching tray, with im- 
proved trimming and sizing knife. List 
price, complete with two slice Toastmaster, 
$21.00, tray and accessories alone, $8.50 
list. Two slice Toastmaster alone list, 
$16.00. Toastmaster has also been restyled 
having shorter more massive legs and case 
being of one piece with the exception of 
the top. Controls are larger and easier 
to handle. The flexible clock has been 
improved. The company also offers a new 
Toastmaster Breakfast Tray with restyled 
one slice Toastmaster toaster on attractive 
oval tray, available in same finishes as 
Hospitality Tray. Has two shaped glass 





dishes. List, complete with toaster, $15.00. 
Tray and accessories alone, $6.00 list. One 
slice Toastmaster alone, list $11.50. Sales 
helps offered include 24-page recipe book- 
let, six-page folder with dealer imprint, 
new display cards, imitation toast for dis- 
play purposes and assortment of dealer 
advertisements as well as consumer adver- 
tising. A visual food display is offered 
comprising five sealed glass display con- 
tainers sized to fit compartments on tray 
dish packed with food suitable for use on 
tray including shrimps, preserves, etc., pre- 
served and sealed to retain natural quali- 
ties. Waters-Genter Co., Minneapolis. 
Minn. 


Wooster Brush Runes 
Catalog No. 83 


This catalog No. 83 contains more than 
80 pages of illustrations and descriptive 
matter on Wooster brushes, “Brush-Cleaner 
by Wooster,” Wooster Tool Kit, “Wooster 
Brush-Keeper,” and Wooster assortments. 
Instructions for ordering brushes, informa- 
tion on guarantees, a general index and an 
alphabetical index are included. Wooster 
samplers’ brushes for painters, artists, etc., 
are described and illustrated. The Wooster 
Brush Co., Wooster, Ohio. 
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Antique Bronze 
Brasé - - - Copper 








HANOVER 








Stainless Steel 
Special Alloys 
Alu 





Higher Quality Merchandise 
at No Higher Price 


Ask Your Jobber 


HANOVER WIRE CLOTH CoO. 


Hanover Pennsylvania 




















ATTENTION HARDWARE CONVENTION DELEGATES 





The President 


ATLANTIC CITY'S NEWEST BOARDWALK HOTEL 


cordially invites you and your friends to make it your 
headquarters while attending the conventions in 
October of the National Wholesale Hardware Asso- 
ciation and the American Hardware Manufacturers 
Association. 
500 Rooms with Fresh and Sea Water Baths 
American and European Plans 


Service Bar and Grill 
Swimming Pool 


MAKE YOUR RESERVATIONS EARLY 
Special Rates 
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EYE APPEAL... 
ATTRACTS INSTANT ATTENTION 


Displayed in windows, on counters or shelving the bright finish 
and colorful label reminds people of their need for a new oil or 
gasoline can. 


MADE IN 
3 THE POPULAR 
1, 2 and 5 
GALLON 
SIZES 


EXCLUSIVE EAGLE IMPROVEMENTS 
CINCH THE SALE... 


New Handy Grip cap, 22 inch wide mouth filler opening, triple 
locked body seams—guaranteed leak-proof—made from standard 
gauge prime sheets. Enameled red all over for gasoline or blue 
bands with 3 color label for oil, kerosene or other liquids. These 
cans make satisfied customers. 


Ask Your Jobber or Write Us 
for List of Jobbers 
Carrying This Line in Your Territory 


EAGLE MANUFACTURING CO. 
WELLSBURG, W. VA. 

















Gift Shop, 
Variety and 
Department 
Store has been 
waiting for this 
peucil to mark 

Cellophane packages 


Customers 77eed 
this CELLOPHANE 
scr Pencil 


Mesrack Oren Ostve Ccreen 




















Name 
Address — 
City State 
PENCIL ———— 
bisa oS PHILADELPHIA. 
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The next issue of the Catalog 


and Directory Number of Hard- 
ware Age will be published Sept. 


27, 1934. It is a condensed cata- 


log of manufacturers of hard- 
ware and kindred merchandise 
in one handy volume for ready 
reference. 


Sayvitte, N. Y.: Who makes the 
Press-Or orange juice press?—R. P. 
Jeschke. 

ANSWER: Hammacher - Schlemmer 
& Co., 133 Fourth Avenue, New York 
City. 


Union, Ore.: Where can we get re- 
pair parts for a Mound City lawn 
mower?—Spears & Reuter Hardware. 


ANSWER: Shapleigh Hardware Co., 
St. Louis, Mo. 


Racine, Wis.: Where can blades for 
Anti-Cor safety razors be obtained?— 
Mohr-Jones Hardware Co. 


ANSWER: Edward Weck & Co., 
Inc., 206 Broadway, New York City. 


x * * 


RicHFietp Sprines, N. Y.: Provide 
address of the Egg-Pak Co., makers 
of parcel post egg boxes, formerly 
located at 18 W. 2lst Street, New 
York City—Buchanan Hardware Co. 

ANSWER: This company has been 
succeeded by the Standard Fibre Spe- 
cialty Co., 30 W. 2lst Street, New 
York City. 


Duruam, N. C.: Who makes the 
Mary Ann _ measuring cup?—Noell 
Hardware Co., Inc. 

ANSWER: Edward Katzinger Co., 
1949 N. Cicero Avenue, Chicago, III. 
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Who Makes It? 


information regarding sources of supply as provided readers 
of Rardware Age by the Who Makes It? Editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
28, 1933. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


tion or issue. 


Jamestown, N. Y.: Who makes the 


Sky Pilot lawn mower?—Lundquist 
Hardware Co. 
ANSWER: Mast, Foos & Co., 


Springfield, Ohio. 
* * * 


LAKEVILLE, Conn.: Who makes the 
Everlock casement window operator? 
—Community Service, Inc. 

ANSWER: Russell & Erwin Mfg. 
Co., New Britain, Conn. 


* * * 


GREENFIELD, Mass.: Where can we 
obtain Sal Ammoniac or Ammonium 
Chloride in half-pound bricks?—Clark 
Hardware Co. 

ANSWER: L. B. Allen Co., Inc., 
6719 Bryn Mawr Avenue, Chicago, 
lll.; Chas. Cooper & Co., 4 Mulberry 
Street, New York City, and Pfanstiell 
Chemical Co., Waukegan, Ill. 


* * * 


Uniontown, Pa.: Who makes a mal- 
leable iron stair rail bracket for use 
with iron pipe stair railing?—Union- 
town Hardware & Supply Co. 

ANSWER: Malleable Iron Fittings 
Co., Branford, Conn. 


* %& 


Port Artuur, Tex.: Furnish correct 
address of the F. Post Co., distributors 
of school supplies——Drago Hardware 
Co. 

ANSWER: Frederick Post Co., Box 
803, Chicago, III. 


* * * 


De Funtak Sprines, Fxia.: Provide 
names and addresses of several buggy 
manufacturers.—Fisher Hardware Co. 


ANSWER: Hall Bros., Jacksonville, 





What Readers Say About 
Our Directory Number 


Cananpaicua, N. Y.: “We were 
very much pleased with your di- 
rectory number and feel that it 
should be continued each year. 
We appreciate that there must be 
a great deal of work involved, but 
feel that it is well worth while. 
We have found it to be one of our 
most useful sources of informa- 
tion.”—The Peck Hardware Co. 











Ill.; J. G. Smith & Son, Inc., Barnes- 
ville, Ga.; Fehring Carriage Co., Co- 
lumbus, Ind., and the John Flanagan 
Buggy Co., Greenville, N. C. 


* * * 


Lenox, Mass.: Furnish address of 
the Whisk Chemical Co., manufac- 
turers of dry  cleaners.—Maskell- 
Broderick Co., Inc. 

ANSWER: 801 Greenwich Street, 
New York City. 


* * %* 


Cuicaco, Itt.: Who makes Detersol 
scouring powder? Also advise if there 
is any concern in Chicago handling gas 
range repair parts.—F. & H. Hardware. 

ANSWER: (1) Standard Chemical 
Producis, Inc., 1300 Adams St., Ho- 
boken, N. J. (2) Northwestern Stove 
Co., 662 W. Roosevelt Road. 


* * * 


Cuicaco, Itt.: Who makes _light- 
weight, enameled steel sinks, etc.?— 
Ace Hardware Corp. 

ANSWER: Youngstown Pressed 
Steel Co., Warren, Ohio, and Briggs 
Mfg. Co., 1631 Mack Ave., Detroit, 
Mich. 
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TILETTE Liquid Porcelain Glaze 


repairs unsightly chips 
in Porcelain and Enamel 
@ Sinks, Bath Tubs, Lava- 
tories, Refrigerators, etc. 
| Ready for use, water- 
proof, dries quickly with 
a permanent porcelain 
gloss. In 1 oz jars, 
packed 12 to attractive 
counter display. Quick 
25 cent seller. Liberal 
profit. Ask your jobber 
to supply you. If he 
cannot, write to us. 


TILETTE 
CEMENT CO., INC. 
401 Lafayette St., N. Y. 


1115 Temple Street 


Liquid Porcelain Glaze 
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HOOF PADS 


OF, 7. 


eM; RUBBER 


Uniform, standardized sizes—easy to 
order, easy to stock, easy to sell, and 
make money for you. Highest quality 
—they do not deteriorate on the shelf. 
Horse, mule and pony sizes. 



















Also manufacturers of the fa 
mous Northwestern and Crown 
Horse Nails, a standard of 
quality round the world— 














Write for Price Lists, and 
further information 


FOWLER & UNION HORSE NAIL CO. 7% 










































































Los Angeles, Calif. || itekioM Tite VS ai -tey-V mati a 7 Umer > A 186 
. 
AZ years of Consistent Kodcll.. 
— Sereen Cloth Service to Dealers SASH CHAIN 
it Hard drawn steel wire screen cloth, full ° 
i alk Other Hodell Chains 
, f) gauge, perfectly woven, heavily zinc . 
| #8 04 coated after weaving, lacquered, attrac- WELDED— Proof Coil Chain @ Steel 
vere 3 . . " er Loading Chains @ Trace Chains @ Well 
di- 4 tive White Satin Finish. Chain ® Cow Ties @ Log or Binding 
t it / 3 Chains @ Heel and Butt Chains @ 
ear. Hard drawn bronze metal wire, Ail NL Breast and Wagon Chains e@ WELD- 
t be full focal sth BE (0) LESS—Tie Outs @ Coil Chain @ Pump 
but u gauge, pertectly woven _ up BR Chain @ Porch Swing Chains @ 
nile. uniform mesh, lacquered, Bright Cow Tiss @ fag Cheles 
r Antique Finish. Sold by leadi istrib 6 
ona alien nidigantl lala simac piece E THE CHAIN PRODUCTS CO. 
Co. New York Wire Cloth Company mata oo alae cal oren Linkend 
500 Fifth Avenue, New York * Factory: York, Pa. 
arnes- | rT ° ” 
o> Bommer | Hammer them in! 
nagan e Women, who like to hang pictures in every 
Checking Floor Hinges | room, like the new 
re = 
ee | MOORE 
— © 7 + 
: Suitable for || Aluminum Push-Pins 
- all sizes and | | because they are so easily inserted in wood- 
ufac- ‘a | work or plaster walls. Won’t mar wall- 
skell- kinds of paper. Hold tightly. Six for 10 cents. In 
1 tal Window-front Packets. 
treet, Goer, Ask your Jobber for our small 
or wood | Counter Display. It makes sales 
Write for illustrated catalogue | MOORE PUSH-PIN CoO. 
Bommer Spring Hinge Co., Brooklyn, N.Y. || 113-125 Berkley St. Philadelphia, Pa. 
tersol 
there 
g gas for OIL é 
ware. 
mical ‘ . 
Ho- AN attractive, fast-moving 
Stove item. Descriptive folder 
FIRE DOOR HARDWARE and prices from your 
@ Designed to meet Racing nee mie | jobber. 
Adaptable to. any size opening, | | THE RAYBESTOS DIVISION of 
single or double door incline slide, Raybestos-Manhattan, Inc. 
light- or level slide. Send us your speci- | BRIDGEPORT etal CONN. 
fications and we will quote on your 
5. 2 — requirements. | 
Since 1888 Coburn Products Have Been Dependable 
in COBURN TROLLEY TRACK CO. 
a HOLYOKE, MASS. 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 








Use the “‘Classified Opportunities Section’’ 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Help Wanted,” “Business Oppor- 





tunities,” “Sales Accounts Wanted” and 

“Sales Representatives Wanted” advertise- 
ments. 

Set Solid, Maximum of 50 words..... $3.00 

Each additional word ...........- .06 

All Capitals, Maximum of 50 words.. 4.00 

Each additional word ..........-+ 06 


Allow Seven Words for Keyed Address. 
Remittance Must Accompany Order 


Send check or money order, not currency 





to Reach Hardware Manufacturers, 





| 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


BOXED DISPLAY RATES 


1 inch 
Each additional inch 


Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 13 Days 
previous to date of publication. 
Address your advertisements and replies te 


HARDWARE AGE, Classified —_— 
239 West 39th St., New York 

















BUSINESS OPPORTUNITIES 


FOR SALE, 


Business 


and Housefurnishing 
Fixtures and Display Coun- 


Hardware 
Beautiful 


ters. Old Established. Location, Nassau County. 
Price $10,000 cash. For further details. write or 
phone Wm. L. Blumberg Co., Inc., 31 Warren 
Street, New York City 

FOR SALE, IN NEW JERSEY, 88 feet War- 
ren wall fixtures in eight-foot sections, Nail Coun 
ter, Cash Register, Desk, 2 Floor Showcases, 
Bowser Pump Tanks, 60-gallon; will sell all or 
part. Address Box 490, care of Harpware Act 
New York City. 

SALES PROMOTION 

FORMER EDITOR OF “DRILL. CHIPS” 
can assume one additional house magazine in 
hardware manufacturing field Personally pre- 
pared and keyed to your sales program. No 
“syndicate.”” C. H. Handerson, 36 Park Avenue, 
Old Greenwich, Conn 


ACCOUNTING SERVICE 





Bookkeeping Service by 
Bonded Accountants 


If your business is medium sized, we have a mod- 
erate priced service vhich calls for executing all 
your bookkeeping and accounting requirements by 
our bonded bookkeepers weekly 


sae not only reduces your payroll but renders 


BETTER ane MORE ADEQUATE SERVICE AT 
LOWER COST. 
Interested .° inquiries from manufacturers and 
retailers in New York City and vicinity Moreover 
you might be interested in our reguiar Monthly 
Audit Service 
COSTS, BUDGETS, SYSTEMS, TAX, 
FINANCIAL STATEMENTS 
For Information 
WRITE WILLIAM FRANK 
104-19 201st St., Hollis, L, I. 
427 West Sist St., New York, N. Y. 


or ca 
Missouri 7-4237 COlumbus.5-S8383 








| small, over entire state. 


| of 


SALES ACCOUNTS WANTED 


FORMER HARDWARE JOBBING EXECU- 
TIVE, BUYER for 27 years with nationally 
known jobbing house, desires to represent a select 
list of hardware manufacturers in the Twin Cities 
and contiguous territory. Have intimate knowl- 
edge of jobbers and retail hardware business in 
all its phases and ramifications. Wide acquaint- 
ance in territory mentioned. If you are looking 
for a man with long experience, clean record and 
demonstrated sales ability, write me your propo- 
sition. Address Box B-462, care of Haroware 
Ace, New York City. 


NEW LINES WANTED—OLD AND ESTAB- 
LISHED MANUFACTURERS’ REPRESENTA- 
TIVES WITH MANY YEARS OF SUCCESS.- 
FUL SELLING EXPERIENCE IN_ THE 
SOUTH AND SOUTHWESTERN STATES 
DESIRES ONE OR TWO NEW LINES ON 


SALARY OR COMMISSION BASIS. _WE 
COVER THIS TERRITORY WITH MEN 
WHO KNOW THE TRADE AND ARE CA 
PABLE OF GETTNG YOU BUSINESS. AD- 
DRESS BOX B-450, CARE OF HARWARE 
AGE, NEW YORK CITY. 


MANUFACTURER'S REPRESENTATIVE, 
covering Illinois very thoroughly except Chicago, 
selling only two short lines, can handle additional 
quality line for retail hardware and kindred trade. 
Known to the trade for years. Hundreds of es 
tablished accounts in cities and towns, large and 
Address Box 235, Peoria, 


Til. 


SALESMAN WANTS A REPUTABLE LINE 
builder’s hardware, tools or housefurnishings 
to sell direct to retail trade on straight salary or 
commission with traveling expense, in Michigan. 


Have intimate acquaintance and seven years’ ex- 
perience selling hardware dealers in Michigan. 
Address Box 486, care of Harpware Ace, New 


York City 





—_—— 





ADVERTISING—HOME STUDY 


ADVERTISING—HOME STUDY. THE AD- 
VERTISING MINDED hardware’ merchant 
makes the most money. Send name and address 
for booklet outlining new home study course. 
Hundreds of successful retail merchants have 
graduated from this old established school. Write 
today. Address Page-Davis School of Advertis- 
ing, — Michigan Avenue, Dept. 248 C, Chi- 
cago, II. 
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SALES REPRESENTATIVES WANTED 


“SALES REPRESENTATIVE WANTED.” A 
capable, energetic man with extensive jobber, 
wholesales and dealer hardware connections, to 


cover the States of Pennsylvania, Ohio, Michigan 


and Indiana, for a reputable manufacturer of 
miscellaneous builders’ hardware and_ electrical 
specialties. When replying, give present connec- 


tions, if any, and complete report of past experi- 
ence and connections. Address Box 489, care of 
Harpware Ace, New York City. 








SALES REPRESENTATIVES WANTED 


WANTED--SALESMAN 
LOWING among Hardware, 
etc., to sell a quality line of Iron Pipe Fittings 
direct to the trade. Men now having a good 
following will find our proposition contains an 
unusual possibility for substantially increased 
earnings. Write at once to Box B-469, care of 
Harpware Ace, New York City. 


WITH A_ FOL 
Department Stores, 





SALESMEN TO HANDLE HIGH-GRADE 
LINE grinding wheels and sharpening stones as 
side line on commission basis. Prices that will 
get business. Choice territory now open to men 


who are well acquainted with hardware pobbers. 
Goodrich Grinding Wheel Company, 1500 W 
Madison Street, Chicago. 


WE WANT SALESMEN calling on Electrical 
Dealers—Jobbers and Department Stores, as well 
as Hardware Field—to offer a newly patented, 
needed electrical attachment retailing at popular 


price. Write at once for our circular and state 
what territory you travel. Address: Gardella 
Mfg. Co., 9312 Cassius Ave., Cleveland, Ohio. 


EXPERIENCED SALESMEN CALLING ON 
HARDWARE stores, hardware jobbers and glass 
trade to sell the only self-oil-feeding glass cut- 
ters on the market. Handy side line. Commis 
sion basis. Address Box B-454, care of Harn 
ware AGE, New York City. 








HELP WANTED 


CUTLERY SALESMEN, only experienced 
with established route need apply, to sell “Gits 
Nife”’ to jobbers and stores on commission basis 
Territory protected. Write Gits Bros. Mfg. Co 
1848 So. Kilbourn Ave., Chicago, II. 





Hardware Personnel 


FROM THE MANAGER TO THE 
DELIVERY BOY 4 


WHOLESALE RETAIL 


Our files contain applications of several 
hundred experienced and well-trained em 
ployees in the hardware industries 


NO CHARGE TO EMPLOYERS ’ 
FOR THIS SERVICE 


If we can be of any help to you, just phone 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 


' 











HARDWARE AGE 
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on POSITIONS WANTED POSITIONS WANTED POSITIONS WANTED 
00 
a rIG SPRECENTAT > > ail 

= SALES MANAGER, at present with specialty Rakinn’ Hestease Commet dave Sealine ome YOUNG MAN, thoroughly experienced in Re 

firm, wants larger field to improve his position. | |g ading manufacturers’ nae: capable specification tail Hardware, Paints, Sporting Goods and Kin 
ff . Has best personal contacts with buyers in the | writer and estimator, seeks position with manufac- dred Lines and now managing a small store, de 
do wholesale, retail, chain, department, mail-order | turer or distributor to represent them in foreign sires change with a future. Capable of buying, 
se- and export trade. Specialized in national sales | felds Age 31, married, know Geman, French selling, bookkeeping, stock-keeping, departmental 
= campaigns. Hard worker, excellent mixer. Well- | Spanish. Locahon a0 ehiett, Address "Rox 488. | or store management. Address Box 485, care of 
we rounded personality, university graduate, experi- | care of HARDWARE AcE, New York City. * | Harpware Ace, New York City. 
sys enced in all administrative and executive work. F ; 

Would consider position with electrical special- 

— ty,—-builders’ and general hardware,—-insecticide, 7 
» fertilizer,—paint manufacturer. Commission or z 
salary. Available October. First-class references AVAILABLE IMMEDIATELY AS SALES 

to character and ability. Address Box 491, care | MAN COVERING Metropolitan New York and | 

of Harpware Ace, New York City. surrounding area, including Long Island. Ex- | YOUNG MAN, 21, expert locksmith, experi 

perienced in general retail hardware, housefur- | enced hardware clerk. Expert on metal doors. 

——— nishings and mill supply lines. Have wide trade Fox locks, etc. Handy in repairing door checks, 


acquaintance in this territory and can furnish | glazier work, odd electrical jobs, saw sharpening. 
etc. Expert mechanic. Address: Isidore Polonsky, 
364 South Ist Street, Brooklyn, 


satisfactory references. Address Box B-477, care 
NTED of Harpware AGe, New York City. 

PATENT ATTORNEY, SKILLED IN COR- 
Ria PORATION patent work, soliciting of patents, 
interferences, the design of non-infringing prod- 


FOI ucts, etc., and who is retained on a part time TO WHOLESALERS AND MILL SUPPLY 
z basis by a leading New England corporation, is | DISTRIBUTORS, want 


Stores, permanent sales posi- | . . 

=. seeking a few additional companies requiring | tion. Thirteen years’ practical experience ‘in the | EXPE — ~— “A sre in li — Cc a sagen 
constructive patent services. Highest references | wants position anywhere in inois. an give bes 

a good A manufacture and design of heavy machinery and | o¢ references; twelve years’ full line hardware 


‘ y submitted. Address Box B-475, care of Harp- 75 A 
ains an cat ae. See Ge castings, — shop plz ———e and developing new | experience. Reasonable wages considered. Address 
screased , y items. Jraftsman. Married, age 34. Willing | Ro. 497. care of HARDWARE AcE, New York City. 
care of to locate anywhere. Address Box B-473, care of F 

Harpware AGe, New York City. 





CONNECTION WANTED with hardware or AFTER MANY YEARS OF SUCCESSFUL . ’ sabeial . . 2 
GRADE electrical firm for home or shop servicing or elec- | experience with one concern, enjoying the con- POSITION WANTED BY A MAN living in 
ones as trical appliances and small mechanical repairing. | fidence and friendship of practically the entire | ¢4stern Virginia with more than fifteen htt 
hat will Completed course in motor winding and wiring in | wholesale hardware trade of the United States | experience buying and selling hardware. = 
to men recognized technical school. Will quickly adapt | to an exceptional degree, I am now at liberty | housefurnishings and sporting goods, retail. Also 
pobbers. myself to anything, go anywhere. Age 22, pay | to transfer my services to some other reliable | Sold cutlery two years in Virginia, West, Vir- 
00 W up to you. References. Address: Louis Linker, | product selling through this trade. Address Box | inia and North Carolina. Address Box B-479, 


3225 Ward Street, Pittsburgh, Pa. B-483, care of Harpware AGe, New York City care of Harpware Acer, New York City. 












































lectrical 
as well 
tented, 7 
— 4 RANITE STATE LAWN MOWERS 
nd a 
Gardella . 
Jhio. Addressing i The Granite State White Mountain Mower is a new type, open 
and Mailing Service spoke wheel, ball bearing mower, with five blades. Every bear- 
: . ing equipped with automatic oiler assuring thorough lubrication 
Our Names and Addresses of Hardware Retailers Are and preventing dust getting in bearings. 
NG ON Up-to-Date. New Self-Adjusting Ball Bearings keep cylinder in adjustment 
geo Do Not Contain Dead Names—Have No Duplications. and make a better cutting mower. 
Commis Include All New Names. This mower marks a long step forward in efficiency. Send for 
f Harp Bring Maximum Success to Your Direct Mail Campaigns. latest catalog describing full line of mowers and the Capitol 
. Trimming and Edging Machine. 
Our Mailing Operations Are Granite State Mowing Machine Co., Hinsdale, N. H. 
atiateaniid i ciliag tenes ages ena vila EXECUTED John A Rowntree, Ine. Geerse P. Barth Cw. Pitt Manutacturers! Agency 
P ’ if. G Id St. w. re s 
Prices Reasonable. Write for Details. Sam Francis ~The Bg Bs H, Bong 
y mJ J wT SJ \¢ J ° i t : 
HARDWARE AGE ADDRESSING DEPT. Portland, “areaen C. R. Littlefield Bobrick & Wesselmann 
j . , <7 _ , . ow Denver, Colorado 722 Chestnut St. 737 Prospect Ave. 
rienced 239 W. 39TH ST., NEW YORK, N. Y. Salt Lake City, Utah St. Louis, Mo Cleveland, Ohio 
ll “Gits 
yn Ra 4 a gene = Louis Williams & Company . 
fg. Co.. is FROM THE TOP IS THE CORRECT Nashville, Tenn. 
SCIENTIFIC METHOD OF VENTI- A 
mee 
THE ’ FOR THE WINDOWS 
GIVES YOU THE AIR 
L THE RIGHT WAY 
mare 
veral Patented Other Pat's Pend 
— Simple in construction. Combined ventilator 
and shade holder. Does not have to be removed 
ERS 1 to close or open window. That's why it is 
A FAST . 
phone ) . ’ by ITEM 
‘ SELLING a 
AU ' possessing many exclusive patented features. 
City Ff GET THE FACTS 
b VENTILATING PRODUCTS CORP. 
1841 Broadway, New York City 
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Smooth asa 


Ball Bearing 


The principles of the ball bearing are incorporated in 
Acme BALL BEARING CASTERS, This means a frictionless 
caster which rolls easily, quietly, smoothly in any direc- 
tion. 


Saves Floors, Rugs, Carpets and Effort 


Every customer that comes into your store uses casters 
on some piece of furniture. For this reason, every custo- 
mer is a potential buyer. Take advantage of this market. 
Sell the modern ball bearing, frictionless caster; sell 
Arcmes and add to your profits. 


A Demonstration Makes 
A Sale 


Roll an Arme on the counter, 
or the palm of your hand 
and usually, a sale quickly 
follows. Let ’em see Armes 
and let ’em see how easily 
they roll. 


THE SCHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 














“ee 
This FREE catalog will 
show you how to double 
your toy profits - - - - 


Sell playsuits with a “name 
appeal." Capitalize on the 
popularity of America's lead- 
ing movie star. YANKI- 
BOY offers you BUCK JONES 
COWBOY SUITS, CHAPS 
and EQUIPMENT, and other 


exclusive sales features. 





20 page, three colored cata- 
log below illustrates the com- 
plete YANKIBOY line. It's 
FREE! Write for it TO-DAY! 

















..» HAVE YOU HEARD ¢he one 
| about the traveling salesman? 


Hewentto bed atthe William 
Penn and slept twenty years! 
Well, maybe that is a little 
exaggerated. But anyway, 
the beds at Pittsburgh’s 
number one hotel are so 
comfortable you don’t ever 
want to get up. The food in 
the four famous restaurants 
is equally exceptional, and 
the prices reasonable. Quiet, 
well-furnished rooms, $3.50 
single; $5.00 double, all 
with bath. 





1600 ROOMS . 1600 BATHS 


HOTEL WILLIAM PENN 


PITTSBURGH, PENNA. 
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e INDEX TO ADVERTISERS e 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR 


IN THIS ISSUE 
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TO CATCH REAL TRAP PROFITS, STOCK VICTOR TRAPS 


MORE VICTOR STEEL TRAPS SOLD ANNUALLY THAN ALL OTHER BRANDS COMBINED 





a 
=o 


Inspected Steel of Controlled 
Quality, 
and skilled workmanship pro- 
duce the best selling brand 
of steel traps in the world — 
Oneida Victor Steel Traps. 
More of this brand sold an- 
nually than all other makes 
combined. Order from your 
wholesaler. 


ANIMAL RAP COMPANY OF 


world's oldest and largest Manufacturers of Animal Traps 


TITZ, PA. & NIAGARA FALLS, ONT. 


proper designing, 











MOULTON LADDERS HILL CLOTHES DRYER CO., Inc. 


Strong and Safe 
Profitable, Satisfactory Sellers 
yas (MECHANIC TYPE) STEP- 





Manufacturers 
of the famous: 





ADDER as shown. A quality step- 
ot ay made strong, safe and dur- 





















Hill Champion, Eureka 


able. Has malleable top hinges 

clamped over top—% in. Steel rod un- Atlas Style D 
der each tread with truss block. Steel 

braces under bottom tread. Cad- Spartan Style H 





mium plated hardware. Sides 3% 
in Legs 2% in. with 1% in. rungs 
Treads 3% in. Sizes 3 to 12 ft. 
Wet. approx. 3 Ib. per ft. 

EXCEL STEPLADDER—a safe, light 
weight stepladder at a lower price 
than the Yale. Sizes: 3 to 12 ft. incl. 
Wet. approx. 2% Ib. per ft. 

Send for Literature and Trade-prices. 


The Moulton Ladder Mfg. Co. 
Somerville Mass. 


and Roof Dryers 


HILL 


CLOTHES DRYER CO., Inc., Worcester, Mass. 


New York Distributor 
H, Kornahrens, Inc. 


WE DO OUR PART 














DISPLAY and STOCK 


WATSON JUNIOR 
INDEPENDENT LATHE CHUCKS 


Adaptable for HOMEWORKSHOP. use 





Ste eee Quality Merchandise Priced Right 
- To completely satisfy your customers, ask your jobber for COLUMBIAN ~ ee 6 See 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and ' Extensively Advertised- -On Display in 
the red, white and blue surface markers in *4 inch diameter and larger. HOMEWORKSHOP at World’s Fair 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. W RITE for Circular and Prices 


THE WATSON MFG. CO. 
WATERPROOFED - GUARANTEED 900 Watson Bldg., Toledo, Ohio, U. S. A. 




















Ask your REMCO PRODUCTS 
Jobber 
and EROSENE Stove = THUMB UPHOLSTERY 
that 
Penal a » ee a , 
Mark DOMES ~ SELENCE iller, Inc. 
CAMPING. aN > R. Domes of 


Silence, Inc. 
Swedish Optimus 





oneach | £42 z 

















package. Torlan, i “=~ RUBBER CUSHION GLIDES sat sm Co 
, » o., Inc. 
apc <=] Je PR TPT 
not supplied ort Tom DORAK | 35 Pearl Street, 5 
—urite us. View ew ore enene > How Sock, é 
KEROSENE LANTERN § REMCO REAL CARVED WOOD MOULDING Sa KEV CAPS N. Y. a 
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‘DEPENDABLE 
CARRIAGE BOLTS 


Steel that is safe, whether bolts are used in 








baby carriages or locomotive cranes—work- 





manship that comes only from years of experi- 





ence—clean threads and free-running nuts that 





speed up assembly—you'll find them all in 





Upson Carriage Bolts. Available from Cleve- 





land stock in a full range of 





sizes and every type of head. 
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CLEVELAND, OHIO 
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High Power, Long Range Loads 
for All Heavy Duty 


Famous for 
Short Shot String 


Popular Regular Game Loads 
in Strong, Steady Demand 


for All Kinds of Gunning—Everywhere 


Wi. hunters come in... tclephone... write able to give you for superior performance. Staynless 
you... for long range shells, sell Winchester non-corrosive priming. Heavy progressive - burning 
powder load of a new kind, scientifically balanced with 
a heavy charge of precision manufactured chilled shot 
(except in BB, which are soft). Patented *Seal-Tite 
wads, except in 28 gauge and .410. Winchester con- 


Super Speeds. Famous for wildfowling, on days when 
ducks, geese or brant offer long range shots or nothing. 
Famous for long-range pheasants, prairic chickens, 
white hares or what have you . . . also for turkeys and 


foxes. In buckshot or single ball deer loads trolled short shot string. 
. Cc 

Leader Super Speed (lacquered) and 
they get the venison! Repeater Super Speed ; 

In Wj ei ; For all average gunning, at any shotgun game from rabbits 

n Winchester Super Speeds you sell 10, and squirrels to wildfowl, sell the regular Winchester game 
12, 16, 20, 28 and .-410 loads which have loads—Leaders, Repeaters and Rangers tor choice. 

Scientifically loaded for best dependability. p.t- ~ 


ration. And Stajnless. , Pea 


a ¢ 


(Super Speed Repeaters) the same way... 


everyihing that scientific manufacturing is tern and penet 
Winch us 





Order by Load Number and Give Load Specifications 
HE Winchester Shot Shell folder regularly provided to dealers 
for counter distribution contains detailed lists of Winchester 

Shot Shell loads. Use this handy and accurate reference in ordering 
from your jobber. Write us for a supply for your hunter customers. 


WINCHESTER REPEATING ARMS CO., New Haven, Conn., U. S. A. &=*! 
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